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—See field reports, including winners of American Lumberman’s 
merchandising contest, starting on page 52 
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ADDS HOMETOWN SUPPORT FOR YOU IN ~ 


SUNDAY 
PAPERS 


Akron Beacon Journal 
Albuquerque Journal 
Allentown Call Chronicle 
Augusta Chronicle Herald 
Baton Rouge Advocate 
Beaumont Enterprise 
Binghamton Press 
Bridgeport Posi 

Buffalo Courier-Express 
Cedar Rapids Gazette 
Charleston Mail 

Chicago Sun-Times 


Columbus Ledger Enquirer, Ga. 


Columbus Citizen 

Denver Rocky Mt. News 
Detroit Free Press 

Erie Times-News 
Evansville Courier-Press 
Fargo Forum 

Fort Wayne Journal 

Fort Worth Star-Telegram 
Fresno Bee 

Greenville News 


WELLER ELECTRIC CORP. 


Harrisburg Patriot-News 
Hartford Courant 
Honolulu Star Bulletin 
Indianapolis Times 
Jackson Clarion-Ledger 
Knoxville News-Sentinel 
Little Rock Gazette 

Long Beach Press 

Long Island Press 

Macon Telegraph & News 
Madison State Journal 
Modesto Bee 

Miami Herald 

New Bedford Standard Times 
Newport News Press 
Newark Star 

Oakland Tribune 
Pasadena Star 

Peoria Journal-Star 
Portiand Maine Telegram 
Portiand Oregonian 
Roanoke Times 

Riverside Press 
Sacramento Bee 

St. Joseph News-Press 
St. Louis Post Dispatch 


FOR FALL and CHRISTMAS 


St. Petersburg Times 

San Bernardino Sun- Telegram 
San Diego Union 

San Jose Mercury-News 
Scranton Scrantonian 

Sioux Falls Argus-Leader 
Syracuse Herald-American 
Tucson Star 

Washington Post & Times Herald 
Wheeling News- Register 
Yakima Herald 

Youngstown Vindicator 


Sunday 


METRO 


Baltimore Sun 

Boston Globe 

Buffalo Courier Express 
Chicago Tribune 
Cincinnati Enquirer 
Cleveland Piain Dealer 
Columbus Dispatch 
Denver Post 

Des Moines Register 
Detroit News 


Houston Chronicle 
Indianapolis Star 

Los Angeles Times 
Milwaukee Journal 
Minneapolis Tribune 

New Orleans Times-Picayune 
New York News 

Phoenix Republic 
Philadelphia Inquirer 
Pittsburgh Press 
Providence Journal 

St. Louis Globe Democrat 
St. Paul Pioneer Press 
Seattie Times 

Syracuse Post-Standard 
Washington Star 





INDEPENDENTS 





Atlanta Constitution Journal 
Birmingham News 

Dallas Times Herald 
Kansas City Sunday Star 
Louisville Courier 

San Francisco Chronicle 
Toledo Biade 


WELLER IS SATURATING 4 
zg, YOUR MARKET. 


601 Stone’s Crossing Road, Easton, Pa. 
TELL ME HOW | CAN BE LISTED IN WELLER’S SUNDAY 


NEWSPAPER ADS: 


NAME 





STORE_ 





ADDRESS 





PREFERRED WHOLESALER 





Circle No. 1 on Coupon, page 120 
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For details, contact your favorite wholesaler 
or use this handy coupon. 


ELECTRIC CORP. 


601 Stone’s Crossing Road, Easton, Pa. 
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Dealers for many years have been familiar with the famous Patrician Quality of 
Southern Lumber Company products and the equally famous quality of lumber 
products bearing the Bradley Brand. Today, those qualities have been merged 
and blended to create an even finer brand of precision-milled Arkansas Soft 
Pine lumber and lumber products which will carry the POTLATCH Brand. 


The production facilities of the two big Arkansas mills have been combined 
and co-ordinated, under streamlined administrative supervision, and are now 
working around the clock to provide you, the dealer, with 


@ AMPLE STOCKS 
@ PRODUCT VARIETY 
@ SUSTAINED “BIG A” QUALITY 


@ FASTER, MORE EFFICIENT SERVICE 


POTLATCH FORESTS, INC. 


BRADLEY-SOUTHERN DIVISION 


Ready to serve you as a larger, more dependable source of supply 
for all your lumber needs. 


REGISTERED 


ARKANSAS 
SOFT PINE 


BRADLEY-SOUTHERN DIVISION- POTLATCH FORESTS.INC WARREN. ARKANSAS 
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SOLID\/SELLER 


new 4D aluminum Multi-Port 


The truck you see in the photograph 
above is sitting on steel channels 
atop a fully assembled H /D Multi- 
Port which was taken right out of 
the package. There are no extra 
posts, wires, or hidden supports of 
any kind. The entire weight, over 
4,000 lbs., is supported solely by 
the new H/D Multi-Port! 

We think this test demonstrates 
the extra strength and quality 
that have been engineered into this 
great new product. What’s more, 


the remarkably low priced H/D 
Multi-Port leaves plenty of “room’’ 
for you to make top profits—fast 
turn-over, without a big investment! 

You can sell the prepackaged 
H/D Multi-Port for free-standing 
or attached installation—either 
“installed,” or as a do-it-yourself 
item. It has dozens of residential 
and commercial uses _ including: 
carports, patios, executive car 
shelters, tool or utility sheds, car 
washes, boat ports, gas stations, 


drive-in restaurants, used car lots, 
roadside vendors, outdoor caterers 
and many others. 

The 10’ x 20’ roof is made of 6” 
wide interlocking white panels, 
crafted of a special aluminum alloy 
that’s heat treated and finished 
with 2 coats of baked enamel. The 
completed Multi-Port is water- 
tight and has a six-inch pitch for 
drainage. Both free-standing and 
attached models are available for 
either 10 lb. or 20 lb. per square 
foot loading. 

Dealers have already proved the 
sales appeal of the H/D Multi- 
Port. The initial production run 
was completely sold out within 20 
days of manufacture. Don’t delay. 
Contact your Hunter Douglas 
representative, or write direct. 


HUNTER DOUGLAS ALUMINUM DIVISION of hitdeenert a Co., 405 Lexington Ave., New York 17, N.Y. 
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AMERICAN LUMBERMAN and Building Products 
Merchandiser is published every other Monday at 
59 E. Monroe St., Chicago 3, Ill. Other Vance Publi- 
cations are HOME Maintenance & Improvements, 
FOOD PACKER, WOOD & WOOD PRODUCTS and 
MODERN BEAUTY SHOP. 
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The top one, of course, looks longer and lower. But 

it’s an optical illusion... they are exactly the same 

dimensions. Barrett has capitalized on this “hori- 

® zontal line effect’’ in creating the new Ranchlinet 

Shingle for ranch-type and split-level homes. Its two 18” tabs, in 

place of the usual three 12” tabs, emphasize the horizontal sweep of 

modern single-story houses. In addition, ‘‘Ranchline’’ Shingles are less 

costly to install, resist wind better, and offer a wide choice of pastel 

and standard shades. For full information about Barrett ‘‘Ranchline’”’ 
Shingles, see your Barrett representative or write us direct. 





BARRETT DIVISION |i,NTPe 


40 Rector St., New York 6, N.Y. 
Merchandise Mart, Chicago 54, Ill; 36th h : | 
and Grays Ferry Ave., Philadelphia 46, emica 
Pa.; 1327 Erie St., Birmingham 8, Ala.; 
. casi aespaepaetagpemmens 323 South 67th St., Houston 11, Texas. 
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LATE AND 
IMPORTANT 
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American Lumberman, October 13, 1958 


HOME BUYERS become frustrated and more than 37% now believe they could 
have made a better deal, according to a survey of 1,000 home 
buyers in the Chicago area. 


The average couple traveled 237 miles by car and walked 32 miles over 
roughly plotted streets and thru model homes. They read 60 pages of 
newspaper advertising and studied at least six magazine articles. 











Tired and groggy, these prospects finally bought somewhat in 
desperation, rarely their "dream home." All of which indicates 
another advantage for a dealer promoting individual homes designed 

or adjusted to suit the buyer. Anyway you look at it, having 37% 

of the buyers dissatisfied is a serious situation and worth exploiting 
by the dealer in advertising copy. 








THE INSIDE STORY of Natonal Homes’ aluminum sided and roofed homes, shell 
houses and entry into land development, are detailed for the first 
time in this issue. By actually visiting the plant, we gained many 
facts of particular value to our readers. 


The land buying angle is especially interesting. We first heard about 
it early last spring in the Chicago area. It was obvious at this time 
that Chicago had become the No. 1 target for prefabs. Suburbs now 
stretch out 35-55 miles, way beyond the control of big-city building 
codes. Hines Lumber views prefabs as a serious threat and is presently 
building two homes using Lu-Re-Co panels as an experiment. They label 
the whole idea as strictly a test to weigh builder reactions. The 
houses planned are small to meet the competition of prefabs in the 
$8,700-$9,500 range, exclusive of land and extras. 











WICKES, TOPS IN CASH-AND-CARRY, is on the move again. A new yard will be 
built at Ephrata, Penn. The location is in the eastern part of 
the state, handy to lucrative markets. 


Still another Wickes yard is being built in the Delavan-Elkhorn area of 
southern Wisconsin, tapping especially northern Illinois, where builders 
are moving in fast with options on desirable land for homes. 





The announcement of a casSh-and-carry in Pennsylvania caught many 
dealers in this area by surprise. Yet, this is the way Wickes always 
operates — quietly doing a market survey, buying land and getting set. 
At the request of dealers in this area, we sent copies of a special 
reprint on cash-and-carry published by American Lumberman, the only 
national publication yet to discuss this problem and present the facts. 











GOVERNMENT DEFINITIONS of "small business" in connection with the new Small 
Business Act of 1958 might surprise many a lumber dealer. To Washington 
bureaucrats, a small retail business does less than $1 million yearly; 

a small wholesaler does 5 million yearly; a small manufacturer (250-1,000 
employes) doesn't dominate his field. 


As_we went to press more than 3,000 inquiries had been received by 

the Small Business Administration about their new financing method for 
providing long-range working capital at reasonable rates of 

interest on a local basis. 


Small business, in spite of comments to the contrary, are increasing 
in number and becoming a potent political force. This at a time when 
the farm lobby has largely lost much of its punch. Numbers tell the 
story. Twenty-five years ago we had seven million farms; today only 
four million. When we had seven million farms, there were only 2.9 
million small business firms, compared to 4.5 million today. 
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WAIT UNTIL YOUR CUSTOMERS SEE IT . . . Different-size openings casually 


scattered on the surface of new Classic Cushiontone create a striking ceiling effect. 








ANNOUNCING 
CLASSIC CUSHIONTONE 


Another profitable new 





Armstrong Cushiontone Ceiling 


Why another new acoustical ceiling? Because Classic Cushiontone was 
needed to set a design pace for the industry that will meet wider con- 
sumer acceptance and keep the ceilings market growing. 

Classic is available in 16” x 16” as well as 12” x 12” tiles. Using the 
16” x 16” tiles, your customers can save 3¢ per square foot on installation 
time and materials costs. 

Most important, Classic Cushiontone offers you a real profit oppor- 
tunity. You can earn margins of up to 73 percent on cost, based on Arm- 
strong’s suggested retail price of 21¢ per square foot. 

Classic Cushiontone also gives your customers all the other features 
they want in a ceiling material. It won't crack or chip like plaster ceil- 
ings. It soaks up 75 percent of the noise that strikes it—keeps a home 
pleasantly quiet. The surface is prefinished with two coats of washable 
white paint. It can be repainted to suit redecorating plans. 

Your customers will be seeing Classic Cushiontone in magazines and 
on the Armstrong Circle Theatre, alternate Wednesdays, CBS-TV. 

A tremendous sales opportunity awaits the dealer who is first in his 
market with new Classic Cushiontone. Call your Armstrong Whole- 
saler today or write Armstrong Cork Company, 4210 Rieker Avenue, 
Lancaster, Pennsylvania. 


Classic is the newest addition to this complete line of Armstrong Ceilings 
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New Textured Full Random Diamond 
Cushiontone Cushiontone 





mstrong CEILINGS 


. . . @ profitable new business for you 
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MASONITE 


makes the news with a complete 





Christmas promotion to build traffic...create sales 


* And it’s all free for the asking. 


A complete package to put your store-wide Christmas selling program 
in high gear—on time! 


A colorful, eye-catching display of ideas to help your customers make 
their own decorations for the front yard, porch and picture windows, 
as well as interiors. 


Backed up by strong national advertising, as well as radio scripts for 
your own use. 


A plan that’ll build sales not only of Masonite® panels and framing 
lumber, but of all the other Christmas gift items you sell. 


Order your free Masonite Christmas promotion kit early—supplies are 


definitely limited. See your Masonite representative or mail the coupon 
—today. 


YOUR 
CHRISTMAS 
PROMOTION 
KIT 
INCLUDES: 
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® Masonite Corporation—monufacturer of quality panel products. 


MASONITE CORPORATION 
Dept. AL-10-13, Box 777, Chicago 90, Ill. 


Please ask my Masonite representative to bring me the complete 
Christmas promotion kit. 


City... 
Zone. . 
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Business-getters from CURTIS 


**Add distinctive details to every room’’ is the formula for 
selling homes—and home products—today. And Curtis 
helps you capture the interest of your builder-customers 
with the largest and most varied line of distinctive window 
and door styles on the market. All are top quality...all 
bear the unmistakable stamp of Curtis craftsmanship. 
All are easy to sell with the selector charts which Curtis 
provides. Complete information on Curtis doors, windows 


and woodwork is yours for the asking—just write for it. 


8 
3) 
°o 


Curtis dutch doors—a bright feature for interior or 
exterior use. Curtis Silentite wood casements— 
weather-tight and trouble-free. 

With Curtis Silentite double-hung wood windows qual- 
ity expresses itself in better weather protection and 
finger-tip operating ease. 

For interior room dividers or storage units, Curtis fold- 
ing door sets add an extra measure of decorative 
interest and utility. Also available with New Londoner 
birch flush doors. 

These Curtis Style-Trend sliding wood windows glide 
silently out of the way for unrestricted ventilation... 
lift out easily for cleaning or storage. 


CURTIS COMPANIES INCORPORATED, Clinton, lowa 


Wausau, Wisconsin «* Chicago, Illinois + Sioux City, lowa « 
Minneapolis, Minnesota * New London, Wisconsin * Oconto, Wisconsin * Scranton, Pennsylvania 
Charlotte, North Carolina + Atlanta, Georgia 


Lincoln, Nebraska 
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Hunting big game 
in the new \\hr 


construction market ? 


DODGE REPORTS point 


directly to your firm’s live prospects 


Your salesmen’s time and energy can be spent 
more profitably in selling than in trial-and-error 
canvassing. In the new construction market, it’s 
simply a matter of using Dodge Reports to pin- 
point live prospects ... to guide the timing of 
sales calls. 

You select the areas (within 37 eastern states ) 
and types of construction you're interested in. 


Then Dodge Reports, mailed directly to you or 
your men, give advance notice of new construc- 
tion in their territories ... where... when... what 
kind ... how much it is going to cost ... whom to 
call on. Follow-up reports tell when bids are 
wanted and who else is bidding on every phase of 
construction — until the last subcontract is let. 


WRITE FOR FREE BOOK 


F. W. Dodge Corporation, Construction News Division, 
119 West 40th Street, New York 18, N. Y., Dept. 2108 


Send me the book “Dodge Reports—How To Use Them Effectively” 
and let me see some typical Dodge Reports for my area. I am interested 


in the markets checked below. 
[-] House Construction (] General Building 
[_] Engineering Projects (Heavy Construction) 


a See a ae 
Name____ 
Company 
Address_— 


ee ee nee TmaNeS anna —__ State. 
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Three new (iss) Cyclone 
to help increase 


CYCLONE FIBERGLAS SCREENING — pre-cut to standard sizes and 
packaged in ready-to-sell rolls—helps you save time, money and effort 
ee on every screening sale. Just hand your customer a single roll of 
the proper width in the pre-cut standard length. The time usually 
spent in measuring, cutting, rolling and packaging screening can 

easily be used to make another sale and increase your profits. 





Smart merchandisers make your 


Attractive floor displayer invites extra sales of Cyclone Fiberglas 
Screening. The shopper's attention is sure to be caught by this color- 
ful merchandiser and he will be reminded that this is a good time to 
replace worn-out screening. He simply selects a roll of screening from 
the displayer—and you ring up another sale, all with a minimum of 
effort. The displayer holds five rolls of each width screening—26”, 28”, 

30”, 32” and 36”—all a standard 66” long to fit most doors and windows. 
When any one size is sold out, replacement can be made from the unit 
refill container. The displayer simplifies your storage problems and 
the screening is always out where the customer can see it. Pre-cut rolls 
of Cyclone Fiberglas Screening—and the merchandiser—are available 
through your regular jobber. Standard 100’ rolls are also available. 


Other (ss) Cyclone Hardware Products 


Cyclone Insect Screening — Galvanized, Aluminum or Bronze 
Cyclone Hardware Cloth « Cyclone Lawn Fence 
Cyclone Flower Bed Border +- Cyclone Catch-All Baskets 


Cyclone Fence Department 
American Steel & Wire 
Division of 

United States Steel 


Waukegan, Ili. + Sales Offices, Coast to Coast - United States Steel Export Company, Distributors Abroad 
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Products 


your sales and profits 


CYCLONE “RED TAG” DOOR MATS are made from con- 
tinuously crimped, full mat-width strips of 34” galvan- 
ized strip steel and tough, round steel wire connectors. 
These mats have many exclusive, customer-pleasing 
features. The ends of the mats are finished with smooth, 
plastic rolls, have no dangerous or destructive sharp 
points to scratch shoes or cause injuries, and the 144” x 
1” mesh is safe for most high heels. 


selling job easier — increase 


The non-working floor becomes part of your sales area 
when you use this eye-catching merchandise piece to ad- 
vertise the new Cyclone “Red Tag” Door Mat. As your cus- 
tomer comes into the store his attention is sure to be caught 
by this display—especially if the weather is wet or snowy— 
and he will be reminded how this mat could protect the 
floors at home. He picks up his mat in its own plastic bag 
from the convenient self-service display box. You've made 
another sale—with almost no time or effort. Cyclone “Red 
Tag” Door Mats are packed six to a carton. With an initial 
order of 2 dozen or more mats, the merchandise piece will 
be given free through January 31, 1959. 


CYCLONE ALUMINUM ROSE TRELLIS is a brand-new 
item from Cyclone—and is sure to be popular next 
Spring for home gardeners getting their roses in shape 
for June blooming. This strong, sturdy trellis is chain 
link woven of 12-gauge aluminum wire in a 2” mesh. 
The trellis comes 24” wide by 8’ or 10’ long, and it 
makes an ideal support for all climbing flowers or 
vines. The bright aluminum finish stays clean and 
shining . . . never needs painting or maintenance. 


impulse buying 


The attractive rose-decorated container for the new Cy- 
clone Rose Trellis is its own displayer. When you plan 
your Spring displays, include this trellis where it can 
work for you .. . where it can increase impulse sales... 
with your selection of June climbing roses . . . with gar- 
dening tools or outdoor furniture. Another smart mer- 
chandising idea might be to erect this trellis on your wall 
and decorate it with artificial roses. The Cyclone Alumi- 
num Trellis packages are shipped six to a carton. 


American Stee! & Wire 
614 Superior Avenue, N. W. 
Cleveland 13, Ohio 


ri 


Please send information about | Cyclone Aluminum Trellis, 


[_] Cyclone Door Mats, ["] Cyclone Fiberglas Screening 
tama [_]|jobber, [ ]} dealer. 

Name 

Firm 


Address 


a se ee ee ee eee 
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STORY AFTER - 





STORY OF 
BARCLAY 
_ SUCCESS 
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OB 
No other standard fiberglass panel has earned all these seals ! si Sipe, aaa 
Dealers report success story after story on selling the highest quality plasticoated panels in the business... BARCLAY...now being power- 
fully promoted to millions of their customers from coast to coast. Full color advertising sells BARCLAY’s decorator colors, patterns and wood 


tells the story of BARCLAY’s greater wall and ceiling economy. They’re using dramatic BARCLAY displays and sales aids to 
with story after story 





grain finishes... 
produce richer dealer profits every day. And BARCLITE reinforced fiberglass panels are keeping this fast pace, too... 
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“My customers know 
Quality construction..... 





- eg _ owt 
ae ‘ 


says this Madison, Wisconsin builder 


*‘When we show a prospective customer one of our 
homes, we tell him that we use Andersen WINDOWALLS 
exclusively,’ writes Marshall Erdman, nationally known 
builder and manufacturer of quality homes. “‘Customers 
recognize Andersen as a name that stands for quality 
—and that helps us convince them that ours are quality 
homes throughout.” 

More and more builders are turning to Andersen 
Flexivent Wood Window Units. These builders like 
Flexivents’ economy .. . versatility .. . high quality and 


proven appeal to discriminating customers. Next time 
you're called on to furnish a building project, be sure to 
look into these extra Flexivent advantages. They're 
popular with builders and home buyers alike—and they 
can boost your business volume! 


For full information on sales opportunities with 
Andersen Wood Windows, see your WINDOWALL dis- 
tributor or write Andersen. WINDOWALLS are available 
from distributors’ stocks throughout the country, in- 
cluding the Pacific Coast. 





é 








“it's easy to vary the appearance of 
our homes with Flexivent Windows,” says 
Mr. Erdman. “By using different window 
treatments, we can build 20, 30 or 40 
houses on a piece of land—and the houses 
don’t look alike.” 


“Speeds production, because it’s easy 
to store and assemble Flexivents. It’s no 
trick at all to make up the 50 or more 
different combinations we use. And Flexi- 
vents are so well made we have had only 
two service calls on over 500 houses!” 





Frank Lioyd Wright is the designer 
of this distinctive home manufactured 
by Marshall Erdman. Andersen Flexivent 
Windows provide maximum ventilation— 
yet they close tight to seal out dust, rain 
and wind. 





Andersen Windows mean 
quality materials...” 


Andersen \Windowalls 


TRADEMARK OF ANDERSEN CORPORATION 


WY ANDERSEN CORPORATION +» BAYPORT, MINNESOTA 



































Check your AIM"... .cut your costs 
Packaged lumber gives flexibility and economy 


Ask for your free 
copy of this booklet 
that gives you step- 
by-step instructions 
on how to unload 
packaged lumber 
from box cars. 


UNLOADING 
PACKAGED iumase 
rROm BOX CARs 


Circle No. 5 on Coupon, page 120 


Lumber packages, mill-assembled according to the Acme Idea Method, 
can be quickly converted into smaller units for fast easy order filling, 
mechanical handling, inventory count and job-site delivery. 

(Idea No. U6-27) 


These four-section packages give you an opportunity to handle them 
as a unit or in sections by merely cutting the straps. Wider flexibility 
is assured with this type of package in meeting any distribution 
requirement you may have. 


Ask that your next order be shipped using the Acme Idea Method. 


Check your Acme Idea Man.* He will help you receive the benefits in 
packaged lumber handling. Call him or write Dept. ABU-108, Acme 
Steel Products Division, Acme Steel Company, Chicago 27, Illinois. 
In Canada, Acme Steel Company, of Canada, Ltd., 

743 Warden Avenue, Toronto 13, Ontario. 


Said STEEL STRAPPING 
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LOCKWOOD’S 
NEW REMODELOR 


for doors with 


ATTRACTIVE 


tir ed locks PACKAGE .a 


introductory 
offer 
for limited 
time only 
To introduce REMODELOR 


SOLUTION TO A PROBLEM FOR gg mpeg Ae 
imited time only, 
OVER 30,000,000 HOMES MERCHANDISER and 
with initial order. 
See your jobber or write 
Over two-thirds of our 50,000,000 homes are over twenty-five years old. for complete details. 
This is your great “redecorating — remodeling” market. These homes = 
have at least 300,000,000 doors equipped with locks that are unsightly won Reema 
— worn out — outmoded. Usually all three. Fresh paint brings these 
doors only half-way back to respectability. 
LOCKWOOD’S NEW REMODELOR adds a complete new look —a 
good as new look. You make a multiple sale — paint, REMODELOR, 
Lockwood cylindrical lock. You get quick turnover and Goop prorits 
. . and the REMODELOR Merchandiser does a real selling job in 
minimum space. 
FOR INTERIOR OR EXTERIOR DOORS — The trim plates are 
available in two sizes — 10” x 3%” for exterior doors — 742” x 34%” 
for interior door. = 
EASY TO INSTALL — Simple instructions 
packed with each REMODELOR give easy, 
step-by-step directions. Use of Lockwood 
SPEEDRIL saves time, insures proper align- 
ment of holes. 


LOCKWOOD 


Lockwood Hardware Manufacturing Co., Fitchburg, Mass. 
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AMERICAN 
LUMBERMAN | 


SPRAYING of Du Pont Dulux finish on 
treated panels is first step in aluminum 
sheet production of National Homes. 


APPLICATION of aluminum roof sheet is fast, with no site 
cutting. Wood purlins with aluminum trapezoidal rivet strips 
attached at factory are nailed across trusses every 24 inches. 
Corrugation in sheets fit over rivet strips; sheets are fastened 
to strips by aluminum blind rivets, leaving no horizontal joints. 


BAKING OVEN is next step, where near- 
300-degree temperature bakes on enam- 
eled finish to aluminum sheets. 


1958 


» 


ALUMINUM OVER PANELS with gypsum 
board backing. Next, panels go through 
rollers which laminate aluminum. 


EXTERIOR WALLS with battened aluminum siding applied are 
raised, aligned, plumbed and anchored as shown above. 
Builder can put home under roof before end of work day, 
according to the prefab manufacturer. Picture of completed 
aluminum-clad house shown on facing page. 


New Aluminum-Faced Components and Shell 


House Division for National Prefabs 


Two-shift production with a flavor 
of boom times is underway at Nation- 
al Homes Corp., Lafayette, Ind., 
part of which is assembly-line manu- 
facture of 4-ft.-module exterior 
wallpanels and roofing using baked 
enameled aluminum. 

Applied to gypsum-backed frame 
wall sections and to purlins and 
hangers on roof trusses, as pictured 
above, the baked aluminum sheeting 
with corrugated battens will be avail- 
able on National’s 1959 “Viking” line, 
including one model which sells for 
only $8,750 plus lot, erected in La- 
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fayette. With Masonite and batten 
siding, the same house is $8,390. 

The revolutionary roofing system 
consists of 48”-wide panels of .028” 
aluminum sheet, corrugated every 
eight inches. Panels span from ridge 
to eave, 13’ to 18’ long. According 
to the Aluminum Company of Amer- 
ica, tests show that the roofs will with- 
stand a snowload as much as 50 feet 
deep. 

Sidewalls are sheathed in .019” 
aluminum with vertical corrugated 
battens every 12” shaped by the alu- 
minum supplier. The sheets adhere to 


¥s” gypsum board backing. 

The manufacturing process used by 
National has been approved by FHA, 
according to the maker. Key design 
elements are the formed battens, 
which provide flue action for escape 
of moisture. 

In addition to sidewalls and roofing, 
aluminum is used on the Viking for 
windows, soffits, fascia, thresholds, 
gutters and doors. Almost 3,000 
pounds of aluminum are used on some 
of the larger homes, company spokes- 
men said. 

On each of the 1959 house designs, 
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buyers will have a choice of either the 
factory-applied aluminum-faced side- 
walls or hardboard and batten—or 
they may choose cedar shingles or 
shakes, or aluminum shingles or clap- 
board, which are applied at the site. 

Giant promotion. Based on reac- 
tion of the company’s 600 dealer- 
builders, spokesmen speculate that 
from 25% to 50% of its 1959 pro- 
duction will use the aluminum side- 
walls and roofs. A huge $3 million 
promotion campaign has already be- 
gun by the prefaber and by aluminum 
suppliers, to reach a peak on New 
Year’s Day with open houses by every 
National Homes dealer, plus a dramat- 
ic “house-in-the-sky” to be erected in 
downtown Chicago. 

James R. Price jubilantly predicts a 
record year in 1959, following an up- 
turn in sales during the past six 
months, which will probably result in 
production of 25,000 houses this year. 
He said that the company seeks 400 
new dealer-builders in order to secure 
a goal of 40,000 house sales in 1959. 
National considers any area with 10,- 
000 people as a potential market for 
its prefabs. 

Shell house. Another program of 
significance to building material deal- 
ers is creation of a “shell house” divi- 
sion by National, called Kahler-Craft 
Homes, for the finish-it-yourself mar- 
ket. 

A separate dealer organization will 
sell the shell packages, using compo- 
nents similar to those in the Nationals. 

Kahler-Craft finish-it-yourself hous- 
es are priced as low as $3,525 for a 
24’x32’ structure. This includes a 
framing package; plumbing package; 
kitchen-sink package; electrical pack- 
age and garage door and hardware 
package. Baked aluminum siding is 
optional, packages ranging from $225 
to $368 per house. Erection blue- 
prints are furnished for the complete 
house. 

(As now conceived, interior par- 
titions and interior finish materials are 
not available from  Kahler-Craft. 
These presumably must be purchased 
at local lumberyards by the owner- 
builder, who must also provide his 
own foundation). 

Other do-it-yourself packages an- 
nounced include a garage and a utility 
building with exterior walls of Mason- 
ite and aluminum roofs. 

Big boy. Long recognized as the 





kingpin of home manufacturers, the 
Indiana-based company is currently 
producing 110 houses a day at Lafay- 
ette, 25 a day at Horseheads, N. Y. 
and 15 a day at Tyler, Tex. 

The Lafayette plant maintains a 
four-week inventory of 412 to 6 mil- 
lion board feet of lumber. There are 
150 to 200 freight cars of lumber in 
transit continuously to the plants, with 
about 25 carloads of lumber unloaded 
daily. Cut-stock storage at the La- 
fayette plan will supply 200 houses. 

Turnover of cabinet, furnaces and 
plumbing is on a daily basis; shingles 
2% times a week; gypsum 2! times 
a week (eight carloads daily) and in- 
sulation 2/2 times a week. 

The company has 2,300 employes 
and a combined plant size totaling 1,- 
100,000 square feet, it was reported. 

Most of the homes are delivered 
within a 250-mile radius of the three 
plants, covering 41 states, by a fleet 
of 300 company-owned trailers. In- 
creased use of piggy-back rarl ship- 
ments for extended mileage of the 
house packages are reported by the 
Texas division. 

In another recent expansion, Na- 
tional is now making its own wood 
kitchen cabinets at New Albany, Ind. 

Components. Talks with National 
engineers by American Lumberman 
revealed that the company’s future 
growth is hinged to the flexibility of 
component parts rather than to rigid 
whole-house packages, which was the 
original prefabrication concept. 

The engineers stressed that the Na- 
tional houses, which sell in the $30,- 
000 bracket, use many of the same 


structural components as the low- 
priced models. 
Financing. Although the Price 


brothers can point to the current sales 
upturn and predict that by 1965, some 
50% of the nation’s homes will be 
prefabed, there is no indication that 
other house factory people could have 
the same confidence. 

Many close observers of National 
Homes hint that its success may be 
due more to the National Homes Ac- 
ceptance Corp. than to assembly-line 
methods. 

This corporation has $361,000,000 
in mortgages currently serviced. The 
manufacturer provides land and pro- 
curement money, land development 
money, construction money and mort- 
gage money for its dealer-builders. 


ee 


ms 


, ~ ete mee 


CALIFORNIA CONTEMPORARY design for 1959 National Homes which can be pur- 
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chased with baked aluminum siding as pictured above. 


Land acquisition has been especial- 
ly keen by National in the Chicago 
metropolitan area, which is the pre- 
faber’s key single market this year. As 
a result, reliable sources say that one 
of the largest Chicago lumber dealers 
has lost thousands of house jobs this 
year as some mass builders switched 
to shipped-in prefabs. 

President Frank Price said about $7 
million has already been spent to ac- 
quire tracts for builders. 


LUMBER MARKETS 


SAN FRANCISCO. Prices remain 
firm but settlement of potential strike 
problems in the Pacific Northwest and 
in the mill areas of northern Califor- 
nia has eliminated any possibility of 
production shortages shooting prices 
higher. 

Standard and better random dimen- 
sion fir is still being priced at $70 
with utility grade 2 x 4s bringing $54 
at the mills, which report big order 
files on hand. Greatest demand in 
northern California at the present is 
for standard and better 1 x 6 and 1 x 
8s. Although plywood is still priced at 
the $80 level for the 44” AD grades, 
demand remains up and production is 
near record levels. 


SEATTLE. The market is a little 
off the levels of a fortnight ago due to 
resistance to high prices. Fir figures 
show a softer note. No. 1 shingles are 
at runaway figures, but No. 2s are 
fairly steady. Plywood two weeks 
ago was pegged at $80 and efforts are 
being made to increase this figure. 


TACOMA. Production and sales are 
about equal, with some resistance to 
current prices by Atlantic Coast buy- 
ers, who are offering $4 and $5 less 
on October-November shipments. 
Mills are holding firm on prices, par- 
ticularly on upper grades and cutting 
items. Some plywood mills have an- 
nounced a base price of $80 for 4” 
although U. S. Plywood has an- 
nounced it will hold the price at $76 
for the balance of the year. 


KANSAS CITY. Steadily climbing 
prices on key items in short supply 
plus delayed deliveries, have prompt- 
ed line yard operators to build up 
their bin supplies as residential con- 
struction improves and the general 
business outlook points upward. 

About the only disappointing de- 
mand has been for yellow pine finish, 
which is not being purchased. The ex- 
ception, however, is C & Btr siding, 
which is going to Texas retailers in 
fairly good order. Retailers are eager 
for boards in 4”, 6” and 8” sizes. In 
the dimension section, price increases 
of $2 a thousand were posted on 2 x 
6s and 2 x 10s went up $5. 
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KITCHEN ARTISTS FROM LUMBERYARDS—Students at the recent training school for 
kitchen specialists at Michigan State University learn the principles of perspective 
drawing. Left to right: William J. Donaldson, retail sales manager, Triangle & Leahy 
Corp., Bedford, Ind.; Charlotte Clark, kitchen specialist, and Don Pringle, salesman, 
Kenney Lumber Co., Detroit, Mich.; and Timothy J. Ramsey, salesman, E. W. Good- 


hue Lumber Co., East Freetown, Mass. 


Kitchen Selling Has Bright 
Future, Students Told 


Fifty-eight persons from 16 states, 
including 14 from lumberyards, were 
alerted to the potential in kitchen sell- 
ing while learning at the second an- 
nual Training School for Kitchen 
Specialists at Michigan State Univer- 
sity, East Lansing. 


Art Hood, editorial chairman of 
American Lumberman, who lectured 
on creative kitchen selling, cited re- 
turns from a questionnaire distributed 
to 80,000 persons by the Home Im- 
provement Council, in which 55.2% 
expressed a need for kitchen cabinets. 


WEPCO DISTRIBUTORS at a recent meeting in Springfield, Ill., study the manufac- 
turer's future plans to offer better service to dealers. 


Regional Meetings for Wepco Distributors 


Launching the first of a series of 
Distributor Council meetings, the 
Wepco div. of The Weather-Proof 
Co., Litchfield, Ill., recently invited a 
group of its distributors to attend a 
day-long session in Springfield, II1., 
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for an interchange of ideas. The 
purpose of the meeting was to bring 
about closer cooperation between 
Wepco, which manufactures alumi- 
num building products and its distrib- 
utors in servicing the lumber dealer. 


George T. Warren of the General 
Electric Co., Louisville, Ky., cited a 
GE survey among 72,000 purchasers 
of appliances which showed that 
52.8% placed kitchen modernization 
at the top of their lists of planned 
home improvements. 

Lawrence Gralla, president of 
Kitchen Business, said that during the 
next 10 years the total kitchen mar- 
ket will double from its estimated 
present size of $114 billion. 

Certificates of completion of the 
27-subject basic course and the 17- 
subject advanced curriculum were 
awarded in “graduation” luncheons 
by Fred F. Montiegel, manager of 
the National Institute of Wood Kitch- 
en Cabinets and Clayton Wells, Mich- 
igan State conference coordinator. 

Students from retail lumber firms 

were as follows: 
Howard F. Anderson, Jr., salesman, New 
Lumber Co., Joliet, Ill. Leon F. Baker, 
kitchen salesman, Myers Lumber Co., West 
Hazleton, Penna. George L. Brannock, sales- 
man, Fogle Brothers Co., Winston-Salem, 
N. C. Charlotte Clark, kitchen specialist, 
Kenney Lumber Co., Detroit, Mich. Bruce N. 
Cramb, salesman, Rock Isiand Lumber Co., 
Wichita, Kans. Ron Eaton, salesman, J. P 
Burroughs Lumber Co., Flint, Mich. Lewis 
J. Gutowski, kitchen specialist, Morgan 
Millwork Co., Wilmington, Del. Richard 
D’Amore, salesman, Rock Island Lumber Co., 
St. Paul, Minn. Richard C. Kreml, vice 
president and sales manager, Brosius & 
Smedley Co., Wilmington, Del. Howard P. 
Lohrke, manager, Myers Lumber Co., West 
Hazleton, Pa. Don Pringle, salesman, Ken- 
ney Lumber Co., Detroit, Mich. Mrs. Mar- 
jorie Pugh, kitchen specialist, J. P. Bur- 
roughs Lumber Co., Flint, Mich. Timothy E. 
Ramsey, salesman, E. W. Goodhue Lumber 
Co., E. Freetown, Mass. Robert M. Sieren, 
salesman, Rock Island Lumber Co., Daven- 
port, Ia. 


In photo at left, taken at the meeting, read- 
ing clockwise, are R. Reis, Jr., and R. Reis, 
Sr., East Side Lumberyard Supply, East St 
Louis, Ill.; C. Haag, Springfield (Tll.) Bidrs. 
Sup.; C. Norcross, Midland Bldg. Industries, 
Indianapolis, Ind.; T. Hugunin, Carr-Adams 
Mfg. Co., St. Louis, Mo.; J. Stephens, sales 
manager, and I. Gomberg, vice-president, 
marketing, Wepco; C. Brehm, Wilbur Ware- 
house & Sales Co., West Allis, Wis.; J. 
Sparks, Lumberyard Suppliers, Peoria, IIL; 
J. Kutella, Morgan Sash & Door Co., Chi- 
cago; W. Briad, Morgan Sash & Door Co., 
Decatur, Ill.; M. Buch, Mid Products Co., 
Quincy, Ill.; and E. Martin, assistant mar- 
keting manager, Wepco. 

Seek Lien Law Improvement 

Improvement of Pennsylvania lien 
laws is sought by a group of lumber- 
men headed by Samuel Easton, East- 
on Lumber & Builders Supply, Can- 
nonsburg, Penna., who will present 
two measures to the 1959 state legis- 
lature. 

One measure would require posting 
of bond by a contractor on a no-lien 
contract job; the bond would pay off 
suppliers if the contractor failed to 
pay his bills. 

The other measure would make 
trust funds of money loaned to erect 
or complete a building; the trust 
would be held for the benefit of any 
unpaid material or labor bills. 

The group, known as the Building 
Suppliers and Sub-contractors Asso- 
ciation of Pennsylvania, is carrying 
on an active program of soliciting 
support from state legislators. 
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MOST POPULAR “CABIN’’—More than 
4,000 requests for plans of the vacation 
cabin above were received in two weeks 
after publication in Woman's Day maga- 
zine. The Douglas Fir Plywood Associa- 
tion financed the cabin's erection in 
North Carolina, with price tag of $1,500. 
Dealers may obtain plans from DFPA. 


John G. O'Malley, Sr., Dies 

A well-known lumberman and last 
of the founders of the O'Malley 
Lumber Co., John G. O'Malley, Sr., 
81, died in his home in Phoenix, 
Ariz., recently after a long illness. 

He was chairman of the board of 
the Affiliated O’Malley Companies, 
which he and two brothers founded 
in Phoenix in 1908 with a single 
lumberyard. Today, the O’Malley firm 
comprises 22 separate corporations 
dealing in lumber, building materials, 
investments and real estate, operating 
in three states. 


Old Yard is Liquidated 


The Schroeder Lumber & Supply 
Co., a retail yard whose operations in 
Milwaukee, Wis., date back more 
than 90 years, has been liquidated. 
President Louis Radin said the owners 
had not been able to devote enough 
time to operation of the company. Its 
inventory has already been sold to the 
Capitol Lumber Co., Radin said. Oth- 
er assets, including about three acres 
of land, offices and warehouses, will 
be up for sale soon. 


Garage Door Sales Jump 


The Crawford Door Co., Detroit, 
reports its sales of residential garage 
doors for the first six months of 1958 
jumped 6% over the like period of 
1957. 

“Not only are more new homes in- 
corporating garages, as Opposed to 
carports or no garages, but they in- 
clude larger garages,” says president 
Robert Hackathorn. More than half 
of Crawford’s premium line of resi- 
dential, single-car doors sold last year 
were 9’ or more in width and nearly 
12% were 10’ wide. 


$SDJ Meet Nov. 21-23 

The 19th annual winter meeting of 
the Southern Sash & Door Jobbers 
Association will be held in Miami 
Beach, Fla., Nov. 21-23, at The Amer- 
icana Hotel, reports secretary Thomas 
Birchfield. 
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LANCE |. COFFEY, V. P. & Mgr. J. W. METZ LUMBER CO., Wichita, Kansas, says: 


“We know our Yellow Pages advertising 
is pulling in new business?’ 


“We know for sure that our Yellow Pages advertising is responsible 
for bringing in a lot of new business. People tell us that they got 
our name from the Yellow Pages and mention the products they’ve 
seen in our advertising. 

















“Furthermore, customers brought in by the Yellow Pages are 
usually our steadiest customers. One, a big Oklahoma City 
contractor, looked us up in the Yellow Pages 18 years ago, and has 
been a steady customer ever since!” 









There’s nothing like the Yellow Pages to bring in steady business. 
This local advertising medium puts your sales messages before 
prospects in your business area 365 days a year! Review your 
Yellow Pages advertising program now. Call your local telephone 
business office for information and assistance. 



















<@ DISPLAY Ap, shown reduced, under 
“Lumber,” plus listings under eight 
additional headings, brings in the 
business for Metz Lumber Co. 


ai TRADE-MARK TIE-IN with well-known 
R national paint manufacturer results 
in many additional sales. 






0 


LUMBE 








“Complete Building Service” TEXGLITE PAINT PRODUCTS 
* ROOFING * MILLWORK Made by | 
* HARDWARE * INSULATION A Eye s. EXOLITE 
TEXOLITE VAL—Imperial 
: CHI-NAMEL PAINTS terior, Primer and Spsctiien Seer 
Free Painting & Roofing Estimates Tone! PERF ATAPE Joint System; Tor 
PHA FINANCING f 





“WHERE TO BUY THEM” 





). W. Metz Lumber Co WHOLESALE DISTRIBUTOR 
? ANDREW IMG 2136 E Doug-AM 7-3329 
. DEALERS 
Call AMberst 2-2421 401 N. MAIN ree 




















401 N Main-AM 2-242] 












fast 
delivery 


when you buy 


A medline 


® MILLWORK 


from the mill 


Two weeks is our normal serv- 
ice on all items shipped from 
stock. Crestline’s lower mill- 
to-dealer prices mean more 
profits to you. You can buy 
in carloads or truckloads, 
with LCL or LTL fill-ins. Keep 
your inventory where you 
want it and give your cus- 
tomers prompt service and a 
nationally advertised brand. 
Get more information today. 


Write the SILCREST COMPANY 


Wausau, Wisconsin 
Western Ponderosa Pine @ Union Label 


Removable Double-Hung 
Window Units Door Units ££ 


1 Removable Slideby 
Bu Window Units mee Awning 
: . indow Units 
asement 
Window Units Westenetvest Door 
= Frames, Combination 
Sen- Storing Storms & Screens (with aluminum 
frame inserts), Louvered Doors & Shutters, Com- 


bination Aluminum Doors, Panel & Sash Doors, 
’ cand other allied products. 
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AUTOMATED LUMBER SORTING kicks the boards from the conveyor into one of 24 
storage bays, each holding about a kiln carload of lumber. 


New 'Push-Button” Mill Opens 


Ozan Lumber Company's new plant doubles output with less 


manpower. 


A new “push-button” lumber mill, 
which can produce up to 12,000 board 
feet per hour, has just been opened by 
Ozan Lumber Co., Prescott, Ark. 

Designed after a careful study of 
lumber facilities in this country and 
abroad, the new mill can produce more 
lumber in one shift than could be 
turned out in two shifts in the old mill, 
according to vicezpresident W. J. 
Oates. 

Under the old setup, it required 
16%2 man hours to produce 1,000 
board feet of lumber; the new mill is 
designed to produce 1,000 board feet 
in 10-12 man hours. 

The new mill and sorting setup can 
be operated by 28 men compared with 
42 men for the dismantled facilities. 

The $1,750,000 steel and reinforced 
concrete installation has been under 
construction for the past 114 years. It 
is designed to produce both softwood 
and hardwood lumber and dimension. 
Current production is limited to 1” 
thick southern yellow pine for use as 
construction lumber and millwork. 


Drivers Win Wage Increase 
Under Strike Settlement 

Wage increases of 15-30¢ per hour 
and a guaranteed 40-hour week were 
won by truck drivers servicing 42 
Gary and Hammond, Ind. lumber- 
yards under the terms of a three-year 
contract ending a two-week strike. 


CONTROL PANEL regulates the gang 
saw, one of three in the new mill. Ma- 
chine is producing 1” Southern Pine for 
construction and millwork uses. 


Drivers previously were getting 
$2.30 per hour and were paid only 
for the number of hours worked. In 
addition to the sliding increase based 
on job classification, effective imme- 
diately, the drivers were granted 10¢ 
per hour increases in 1959-1960, plus 
an escalator cost-of-living clause. 
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What makes latex paint dry so fast? 


A. In latex paint, a solid resin replaces slow-drying oils. 
A dry film is formed in approximately thirty minutes or as 
long as it takes the water to evaporate. Any factors such 
as temperature and humidity which affect water evapora- 
tion will affect drying time. Latex paints can be applied 
successfully in any weather, however, and are ready for a 
second coat in about four hours. 

You'll find it pays to tell your customers why latex paints 


are out-performing all others. Tell them latex paints rinse 
right out of brush or roller because they are diluted with 


water. And, once the water has evaporated and the tough 
latex film is formed, they'll stand up to repeated scrubbings 
without losing their fresh color and beauty. 


Send now for your free copies of our new booklet that 
answers all your customers’ questions about latex paints. 
Sell with the facts and you'll 

sell more latex paints. THE 

DOW CHEMICAL COMPANY, Plas- 

tics Sales Department 2110D, 

Midland, Michigan. 


YOU CAN DEPEND ON 
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Know and sell the quality story. 


Customers will buy quality when you 
give them the facts. 


For example, seven vital operations 
guarantee longer lasting, better look- 
ing Satin Copper finishes on 
Amerock hardware: 


High-grade zinc 
cast pull brushed 
satin-smooth ... 


Heavily copper- 
plated... 


then heavily 
nickel-plated to 
seal finish . .. 


second heavy 
copper plating 
applied... 


copper wots 
richly oxidi > 


hand-brushed to 
satin finish... 


electrocoated with 
crystal-clear plastic 
... baked for 
d 


Selling quality will increase your dol- 
lar volume and profits... and you’ll 
enjoy greater customer satisfaction! 


Visit our booth at national hardware 
and lumber dealer shows 


Ask Your Amerock Wholesaler 


Amerock CORPORATION 


Rockford, lll. ¢ Meaford, Ont. 
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Wholesalers Charge Freight 
Rates Show Favoritism 


California wholesalers have joined 
the freight rate hassle on the West 
Coast by charging that the current 
rates favor California lumber pro- 
ducers and hinder shipments of Ore- 
gon lumber into California. They tes- 
tified in favor of a freight rate de- 
crease proposed by the Southern 
Pacific Railroad. (See A.L., Sept. 29, 
page 24.) 

Albert A. Kelley, Alameda, Calif., 
wholesaler, testified that in 1953, 
when Oregon and California freight 
rates were equal, he shipped 191 cars 
from Oregon into California. 

In 1957, under the higher rate, 


Kelley said he shipped 118 cars. He 
claimed that the drop was due to the 
freight rate differential. 

“Medford (Ore.) Corp. has had to 
absorb $140,000 in freight costs in 
three years because of the differen- 
tial,” claims R. J. Hogue, general 
sales manager of the sawmilling firm. 

“Mill prices obtained by northern 
California mills on random length 
2x4s are higher than the industry av- 
erage by $2-$3, but their delivered 
price is lower in central and southern 
California markets. 

“We no longer feel we can absorb 
this cost,” Hogue said. 


Ceramic Sales Boom; But Dealers 
Urged to Ring Doorbells 


Ceramic tile distributors, known in 
that industry as “dealers”, should step 
up selling efforts through door-to-door 
solicitation and broader credit financ- 
ing, according to Richard B. Alexan- 
der, president of the Tile Council of 
America. 

Speaking at a convention in Seattle, 
Alexander said that ceramic tile sales 
are currently above 1957 levels, but 
that the industry is aiming to double 
its present annual output within the 
next 10 years. To keep growing, he 
said, doorbell ringing and easy credit 
are needed. 

“All these years ceramic tile has 


been sold practically on a cash basis,” 
he added. “Our competitors are sell- 
ing On easy payments. We must do 
likewise.” 

Alexander’s call for more consumer 
selling on the part of ceramic tile 
distributors comes as distribution of 
the tile is swinging in favor of the re- 
tail lumber and building materials deal- 
er. One southern producer is now 
concentrating almost exclusively on 
lumber dealer distribution, giving the 
dealer a full line of ceramic wall tile, 
ceramic floor tile, bath accessories, ad- 
hesives and grout and tools for do-it- 
yourself installation of ceramic tile. 


American Lumberman’s Oldest Reader is 100 


“I've said a 
good many times 
that American 
Lumberman has 
helped me _ run 
this business,” de- 
clared W. H. Mill- 
er, interviewed on 
his birthday re- 
cently. 

Miller is Amer- ‘ 
ican Lumberman’s oldest reader and 
perhaps the oldest active lumberman in 
the country. In addition to the lumber- 
yard, which he founded at the age of 
28, Miller also has a planing mill. The 
firm is W. H. Miller & Sons, Inc., 
Madison, Ind. 

“I do desk work and look after the 
machinery in the planing mill,” ex- 
plained Miller, who is on the job 54% 
days a week. 

He drives his own car, a 1938 Bu- 
ick, attends every meeting of the board 
of directors of the Madison Bank and 
Trust Co., also the meetings of the 


Citizens Building Association, which 
he founded. 

Miller’s daily schedule is something 
like this: arises at 7:30, eats a hearty 
breakfast and drives to work; drives 
home for lunch; generally puts in a 
few hours in the afternoon. Following 
a substantial supper and at least one 
cigar, he does some newspaper read- 
ing and radio listening before retiring 
at 10:30. 


Specialty Group Formed 

Building Specialty Dealers Interna- 
tional, with headquarters at the Hotel 
Normandie, Philadelphia, Penna., has 
been officially organized and a deal- 
er membership campaign is now un- 
derway, according to R. R. “Jim” 
Miller, Lancaster, Penna., president. 
The first annual convention of the as- 
sociation will be held at the Mayflow- 
er hotel in Washington, D.C., January 
8-12. 
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NEW CHEVROLET TRUCKS FOR ‘59! 





New Might! New Models! New Money-Saving Power! 


Task-Force 59 brings you more to work and save with 
in every weight class—more models, thriftier engines, 
stronger cabs and frames, safer brakes, tougher axles 
and transmissions! Here’s the longest, strongest line of 
Chevrolet trucks ever built, the best yet of the best sellers! 


Good news in the light-duty class! Chevy’s longer, stronger ’59 
line gives you a dozen big pickups to choose from . . . new 4- 
wheel drive models, newly fashioned panels, Step-Vans, and 
Sedan Deliveries! Scores of innovations include new hard- 
pulling Positraction rear axle, new bigger brakes, new stronger 
cabs, new broad-shouldered styling refinements! 

Bright new middleweight and heavyweight might! New big-tonnage 
L.C.F. and conventional trucks are heftier than ever with new 
5-speed transmissions, new huskier clutches, more durable rear 
axles in capacities as high as 18,000 lbs.! G.V.W.’s go up to 
36,000 lbs. in tandems. . . and up to 21,000 lbs. in new Series 
50H and 60H models with heavy-duty components! 

New thriftier 6's, all-new V8 power! Chevy’s best selling 6’s are 
set to pinch pennies like never before with new camshaft design, 
new valve train durability! Six modern V8’s are tougher built 
for bigger savings; an all-new V8, the 185-h.p. Workmaster 
Special* with advanced Wedge-Head design, is offered in Series 
70 and 80! See ’em for yourself—the bright new trucks of 
Task-Force 59 at your dealer’s now! . . . Chevrolet Division 
of General Motors, Detroit 2, Michigan. 











*Optional ct extra cost. 


CHEVROLET TASK-FORCE 59 TRUCKS 
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Hobbs Wall 
redwood 
sets the pace! 


Certified kiln-dried redwood sid- 
ing, finish, patterns? Hobbs Wall 
can do! 

Unusual size and grade specifica- 
tions in green or dry redwood? 
Hobbs Wall can do! 

Cut stock, splits, shakes? Hobbs 
Wall can do! 

For mixed cars, straight cars, or 
pool cars, check first with your 
Hobbs Wall representative. Write 
or wire for his name. 


HOBBS WALL 
LUMBER CO. 
sone, 


Hobbs Wall Building, 
2030 Union St., San Francisco 
Fillmore 6-6000 + Teletype SF-761 


Hobbs Wall is Exclusive Distributor for 
WILLITS REDWOOD PRODUCTS CO. 
A CRA Mill 





Dealers Urged to Support Home 
Modernizing Tax Relief Bill 


Congressman Russell V. Mack 
(Wash.), author of a bill introduced 
in Congress last June which offers re- 
ductions for taxpayers who modernize 
their homes, will introduce the bill 
again next January. 

According to Mack’s plan, if a 
homeowner’s family has a gross annual 
income of $5,000, the homeowner gets 
no income tax credit for the first 3% 
—$150—spent on home repairs. If he 
spends $1,000 he receives a tax credit 
of $850; and if he spends $2,000 he 
gets a tax credit of $1,850. And if he 
spends $2,300 or more he receives a 
maximum credit of $2,000. The pro- 
posal is similar to deductions provid- 
ed in current laws on money spent 


News Makers 


¢ J. C. Hydrick has been named vice- 
president and general manager, Dis- 
ston div., H. K. Porter Co., Phila- 
delphia. 


O’Leary Woodward 


¢ The board of directors of The Rub- 
eroid Co., New York City, announces 
four promotions effective immediate- 
ly. E. J. O'Leary, executive vice- 
president, has been elected president 
and chief executive officer of the 
company; Stanley Woodward, presi- 
dent, has become vice-chairman of 
the board. Frederick K. Sweeney, 
general sales manager, was made vice- 
president in charge of sales, and Ken- 
neth R. MacDonald, director of pur- 
chases, was elected vice-president in 
charge of purchases. 


* Gerald Nessler has been named ply- 
wood sales manager in Portland, Ore., 
for the Diamond Lumber Co. He has 
been with the firm the past three years 
as assistant sales manager. R. W. Rob- 
erts, former lumber sales manager for 
Diamond, has resigned to join the pine 
department of Shamrock Lumber Co. 


* Byron C. Bloomfield, formerly with 
the American Institute of Architects, 


for medical expenses. 

“If the management and employes 
of the building materials industry can 
arouse interest in this bill, I think 
there is fair prospect that we can get 
it enacted next year,” Mack said. 

“It seems to me the bill [H. R. 130- 
44] will generate new sources of tax 
income for the government to offset 
most of the loss in tax income that the 
bill might cause.” 

Mack explained that the bill would 
bring government income through in- 
creased employment in construction 
and additional sales of builders and 
building materials. He also pointed out 
that modernized homes would produce 
higher local real estate taxes. 


has been named executive director of 
the Modular Building Standards Asso- 
ciation, with headquarters at 2029 
K St., N.W., Washington 6, D.C. 


* Don L. Davis, Jr., has been elected 
president of the Aetna Plywood & 
Veneer Co., Chicago. The firm’s orig- 
inal founders, Don L. Davis, Sr., and 
Arthur Schwanke, Sr., have assumed 
the office of co-chairmen of the board. 


Antoville Brewer 


* The board of directors of U. S. 
Plywood Corp., New York City, has 
elected S. W. Antoville chairman of 
the board. He had been president 
since September, 1953. Antoville first 
joined U. §S. Plywood as an office 
boy in 1921. Gene C. Brewer, 45, 
vice-president in charge of the firm’s 
West Coast operations, will be presi- 
dent, Brewer joined the company in 
1937 and has been a member of the 
board of directors since 1956. 


* Paul D. Japp has been made a vice- 
president of The Philip Carey Mfg. 
Co., Lockland, Cincinnati, Ohio. He 
will be responsible for the company’s 
sales efforts on preferred and national 
accounts, process engineering, archi- 
tectural and engineering firms, govern- 
ment and export. 
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Film to Depict Chaos 
if Jobber Eliminated 

Merchandise would disappear from 
corner stores, retail prices would sky- 
rocket, size and color assortments 
would be practically eliminated—such 
would be the results if all wholesal- 
ing would cease to function overnight, 
according to a proposed movie, “The 
Devil to Pay.” 

The 20-minute film is designed to 
create a public understanding of 
wholesaling. It will not be produced, 
however, until sufficient advance 
copy orders are received from whole- 
salers at $100 each. For more details 
write National Association of Whole- 
salers, 1001 Connecticut Ave., N.W., 
Washington 6, D.C. 


Inland Acquires Gabriel 

Purchase of the machinery and 
equipment for the home building prod- 
uct lines of the Gabriel Steel Co., 
Detroit, has been announced by Wil- 
liam A. Jahn, president of Inland 
Steel Products Co., Milwaukee, and 
William Cumming, Gabriel president. 

Sales and production operations are 
being transferred to Inland Steel 
Products at Milwaukee. The acquisi- 
tion adds steel and aluminum utility 
and basement windows, window ac- 
cessories, lintels, steel basement col- 
umns and steel area walls to the 
“Milcor” line sold through Inland’s 11 
plants, branches and offices serving 
lumber and building materials dealers. 


Reduces Floor Tile Prices 

Price reductions, ranging from 5% 
to 12% on four types of solid vinyl 
floor tiles, are announced by Kentile, 
Inc., Brooklyn, N. Y. The reductions 
were made to avoid retail selling com- 
plications with the regular Solid Vinyl 
Terrazzo Tile and affect DeLuxe and 
Decorator colors of the Solid Vinyl 
Terrazzo Tile line and Corktone Solid 
Vinyl, says vice-president Charles A. 
Neumann. Under the new price struc- 
ture, the DeLuxe tile has been re- 
duced about 5%; the Decorator, 
about 12%; the Solid Vinyl Corktone, 
about 5%; and the Solid Vinyl Ter- 
razzo Chip Tile, approximately 7%. 


© 


“WORLD'S LARGEST TESTING MA- 
CHINE” is nickname for the new Port- 
land Cement Association structural lab- 
oratory building above in Skokie, Ill. 
The structure is designed so that test 
forces greater than 10 million pounds 
can be exerted inside the building. Ex- 
cept for floor and foundations, the entire 
building was assembled from precast 
concrete units. 
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Introducing 
the Johnson ...: 











Looking for a low-cost start 
in the commercial ready-mix field? 
Or, perhaps you want to test a new 
market area... or set up a “sub- 
station” along outer perimeter of 
your present plant work-radius, to 
reduce transit-mix truck haul dis- 
tance. Johnson TUMBLEWEED of- 
fers you that low-cost opportunity! 
It’s a complete, self-contained batch 
plant om wheels. The batcher 
unit is mounted in sturdy, all-weld- 
ed frame with built-in axle and tow- 
ing assembly. The conveyor boom 
is bolt-connected to batcher frame 
for towing intact — or it can be re- 
moved for truck or rail shipment. 


Handy 3-side charging 


TUMBLEWEED comes in 32 and 
5-cu. yd. sizes. The big steel hopper 
is accessible from 3 sides for con- 
venient charging by front-end load- 
er, and — the easy-reading, 24”- 
diameter, cumulative weighing dial 


...-e UMBLEWEED 


| | 


Portable 32 or 5 cu. yd. 
batch plant produces 25 
to 40 cu. yds. per hour 


rotates for full visibility in a// direc- 
tions. (20,000-lb. dial scale is stand- 
ard equipment.) Hopper has steep, 
60° side-slopes, and double-clam 
gate for fast, clean discharge. Con- 
veyor is available with 18” or 24” 
belt — electric or gasoline-powered. 
Discharge height is 11 feet for load- 
ing transit-mix trucks. 


Optional accessories include: a 
built-in water meter with 11/2” pip- 
ing * cement compartment in the 
aggregate hopper * portable bulk 
cement silo on wheels * steel con- 
veyor belt cover. Want all the facts? 
Call your Johnson distributor about 
the new TUMBLEWEED foday. 





Mail to: C. §. JOHNSON COMPANY, Champaign, tl. 


Send us: [] specs. [] price information on the TUMBLEWEED 


NAME 
COMPANY 
STREET 


CITY, STATE . 


c.s. JOHNSON co. 


TITLE 


"j802 BW AL 
CHAMPAIGN, ILLINOIS 
STOCKTON, CALIFORNIA 


A SUBSIDIARY OF KOEHRING COMPANY 
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Each Blade 


Clearly marked for 
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pa Each Blade 


Remy Painted, looks good, 
ae rust resistant 
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) 
Give the mana 
blade made to 
do a man's work, 


Ask your jobber for Griffin Hack Saw 
Blades, Coping Saw Blades 
ond Scroll Saw Blades 
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TV Stars to Entertain Lumber Dealers 


Nationally-known entertainers will 
be on hand at the National Retail 
Lumber Dealers Exposition in Chi- 
cago, Nov. 22-24. 

For example, Jack Kelly, star of the 
ABC-TV “Maverick” series will be 
featured at the NRLDA roundup. 
Kelly is pictured above with J. C. O’- 
Malley, president of the national deal- 
er association, sampling “chuckwagon 





Home Improvement 


Judges in American ULumberman’s 
Home Improvement Contest had a 
tough time picking the winners. The 
entries gave plenty of evidence, as 
documented in this issue, that dealers 
are actively promoting home im- 
provement business. 

Here are the contest results: first 
prize, Hodges Lumber Corp., Roa- 
noke, Va., H. Wesley McAden, sales 
manager; second prize, Kenson Lum- 
ber Co., Clearwater, Fla., George E. 
Travis, manager; third prize, Tap- 
pan Lumber Corp., Baldwinsville, 
N. Y., E. A. Travers, vice-president; 
fourth prize, Lumberman’s Mercan- 
tile Co., Seattle, Wash., J. A. Priest, 
vice-president. 

The 10 regional prize winners 
were: North Alabama Lumber Co., 
Jasper, Ala., Wesley Meeks, manager; 
Cramer Lumber & Supply Co., 
Brockway, Penna., L. J. Cavalier, 
owner; Boise Payette Lumber Co., 
Filer, Idaho, Clarence C. Tongish, 
manager. 

Also Christian Hardware Co., Ath- 
ens, Ga., F. Christian, partner; 
Bestway Building Center, Enumclaw, 
Wash., Elmer E. Raschick, manager; 
International Paper Co., Long-Bell 
Div., Bristow, Okla., John W. Hen- 
son, manager; Burgess & Sons, Inc., 
Cresco, Iowa, J. E. Burgess, secre- 
tary; White River Lumber Co., Pasco, 
Wash., D. W. Walch, general man- 
ager; Kelley Lumber Co., Algona, 
Iowa, Robert C. Kelley, assistant gen- 
eral manager; Marion Pugh Lumber 
Co., College Station, Tex., Marion C. 
Pugh, owner. 


Contest Winners 


chow” which is on the menu for 
Saturday night at the International 
Amphitheatre, scene of the exposition. 

On Monday, November 24, Herb 
Shriner, (right, above) one of Amer- 
ica’s foremost humorists, will entertain 
dealers at the annual banquet. 

For complete details of the NRLDA 
Exposition, see. pages 78-81. 





Articles describing some of the win- 
ning entries are published elsewhere 
in this issue. 


““OUTSMARTS” THE WEATHER—The ex- 
perimental ‘‘Window Of the Future’’ 
above, introduced by Truscon Division of 
Republic Steel, closes automatically in 
response to cold, snow, rain or wind. 
Sensitive electronic-mechanical contacts 
on the outside of window set off an elec- 
tric motor which closes the window when 
temperature inside the house gets below 
a pre-determined setting or when it 
rains or snows. A control panel inside 
the window provides manual operation 
if desired. 
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AN OLD NAMEQIN A NEW PLACE 
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THIS END BRAND ASSURES YOU OF QUALITY SOUTHERN PINE 


Since 1899, Allison Lumber Company has produced highest quality 
Southern Pine Lumber — the world’s strongest structural wood. Now 
we're putting the famous Allison name on the end of every piece of 
lumber that leaves our mill — for greater customer convenience, easy 
identification, and complete assurance of quality. From seedlings to 
finished lumber Allison leaves nothing undone in order to give you 





Southern Pine of superlative quality. It’s strong, it’s 100 per cent kiln- 
dried, it’s precision-made. Ends are trimmed smooth and square. 
There’s no better lumber anywhere than Allison Southern Pine . 
now end-branded for your convenience and protection. 


“MU O11 EB WHE LOMPANT, 
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They may look alike, but... 


There's 
only 
one 


ORANGEBU RG srana ! 


Like black cats, all bituminous pipe may look alike... 
but there’s only one genuine Orangeburg. 


It’s the quality not the color that has made Orangeburg 
THE brand name in bituminous pipe. 


Be sure you deliver Orangeburg quality on every job. 
It’s your assurance of satisfied customers. 

Only an authorized Orangeburg Pipe Wholesaler can 
supply you with the genuine Orangeburg brand. Make 
sure you get it . . . look for the name “Orangeburg” 
on pipe and fittings. 


ADVER f ~ 


LIFE 





Exclusive Orangeburg 
Fittings, featuring 
Taperweld Joints, 
simplify instal- 
lation. 


ORANGEBURG MANUFACTURING CO., INC., Orangeburg, N. Y., Newark, Calif. 


ORANGEBURG 
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FIRST ENTRY in Barclay contest is 
dropped into ballot box by Miss Frances 
Langbord at Santoro Lumber Co., New- 
ark, N. J. 


Triumph Sedan is First 
Prize in Barclay Contest 


Over 800 lumber dealers in New 
Jersey are gaining “plus” store traffic 
this month because they are head- 
quarters for the “Name the Barclay 
Knight” consumer contest sponsored 
by Barclay Manufacturing Co., mak- 
ers of pre-finished plasticoated panels. 

The public is invited to go to their 
nearest lumber dealer and fill out an 
entry blank with their choice of a 
name for the manufacturer’s —trade- 
mark, a knight on horseback. First 
prize is a 1958 Triumph 4-door sedan, 
which is touring the state. 

A full advertising schedule in major 
New Jersey papers is directing con- 
sumers to the dealers. Two Newark 
distributors, Bayonne Steel Products 
and Theodore Andreas Inc., are co- 
operating in the promotion. 


Name Grades System Approved 


The Western Pine Association at a 
semi-annual meeting in _ Portland, 
Ore., has approved a change in its 
lumber grade naming system. Hence- 
forth the industry’s entire lumber 
grade naming system, with the excep- 
tion of the shop grade, will be 
changed from the traditional numbers 
to the name grades such as those 
adopted 20 years ago for Idaho white 
pine. The proposal, however, will go 
to a referendum vote of the nearly 
400 member mills, with final action 
slated for the annual meeting next 
March in San Francisco. 


Long-Bell Changes 


¢ F. L. Foval has been named as- 
sistant general sales manager in 
charge of all factory sales as well as 
plywood sales of International Paper 
Company’s Long-Bell Div., Long- 
view, Wash. O. D. Harrington has 
been appointed assistant general sales 
manager in charge of all lumber prod- 
ucts, with headquarters in Longview. 
R. E. Wallace has been named 
manager, eastern sales, with head- 
quarters in Kansas City; C. E. Hadley 
continues as manager, western sales, 
at Longview. 
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All dark 


and handsome 


Bruce 
Fireside Plank 


FLOOR 


Naturally Beautiful 


Furniture by Consider H. Willett, Inc. Photo by Hedrich-Blessing 


BR ... needn't be expensive to be different and attractive! 


This dramatically dark Bruce Fireside Plank costs little more than 
regular strip oak flooring, yet has added decorative appeal. The rich plank 
effect is created by alternating 24” with 3%” widths and by wide, shallow side 
bevels. Bruce Fireside Plank is completely finished at the factory 
to eliminate the expense of on-the-job sanding and finishing. 
Write for color booklet. See our catalog in Sweet's Files. 


E. L. BRUCE CO. QBRiItf}), Memphis 1, Tenn. 
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Your customers don't want to scrape 
and chop ice...they want Sterling Halite 


melting crystals—melt it all away! 





Order Sterling Halite now for delivery by Thanksgiving—and you 


will be fully prepared for the demand caused by unexpected early- 
season storms. Remember, every customer you have needs Halite for 
driveways, walks, steps—and a couple of bags for the car, too. 
Halite melts dangerous ice and snow fast. It’s a smart idea to make 
your initial order a large one, so you have enough Halite on hand 


for really bad storms. 

Check your wholesaler or warehouse today. And don’t forget, the 
profit per bag of Halite is higher than for most other items you 
carry! P.S. This winter, use Halite yourself—to keep sidewalks and 
driveways clear and safe. It’s good for business. 


INTERNATIONAL SALT CO., INC., SCRANTON, PA. 
Memphis, Tenn. 
Newark, N. J. Pittsburgh, Pa. 


Boston, Mass. Cleveland, O. New Orleans, La. Richmond, Va. 
Buffalo, N. Y. Detroit, Mich. New York, N. Y. St. Louis, Mo. 


AE LEER. EOE LOIBE: 


25-ib. bag of Sterling Halite now comes with convenient, sturdy carrying handle. It’s 
sure to be a popular size. Halite also comes in 10-Ib. bags (6 to a bale) and 100-Ib. bags. 


Chicago, Ill. Philadelphia, Pa. 


Atlanta, Ga 
Baltimore, Md. Cincinnati, O. 











¢ Sales Offices: 


TVAOWIY MONS ¥ 39) 


Bsrenuinc] 
al 
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Melting Crystals 


MINERAL ROCK Sait 


FOR ICE & SNOW REMOVAL 


| Melts MORE Ice 
FASTER! 


Ericienr’ 25 Ibs. no work’ 
“=e 


NET WEiGnT 


STERLING HALITE is quicker and it saves your ticker! 
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(iss) American Welded Wire Fabric 


can add extra profit for you 





on every sale of concrete 














BUYERS WILL ASK 


"gd Re 


American Steel & Wire 
Division of 
United States Steel 


Columbia-Geneva Steel Division, San Francisco, Pacific Coast Distributors 


Tennessee Coal & tron Division, Fairtield, Ala., Southern Distributors * United States Steel Export Company, Distributors Abroad 
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An extra sale of a high-profit item every time 
you sell concrete! That sounds pretty good, 
doesn’t it? It is good, and it is easily possible 
if you tie-in the sale of American Welded 
Wire Fabric Reinforcement. Concrete needs 
this reinforcement to resist cracks and heaving. 
American Welded Wire Fabric adds strength 
and extra life that cannot be provided after 
completion of the home, but adds less than 
10% to the cost of the concrete—less than 
1 cent a day to the cost of the average mortgage. 
These are facts that help you make extra sales. 
They are facts that are being presented force- 
fully for you to both builders and home 
owners . . . and prompt the question... 
“Is it Reinforced.” 


NATIONAL ADVERTISING 


There are powerful selling tools now available 
which help to merchandise American Welded 
Wire Fabric as an extra which cannot be added 
after the home is built. In New Homes Guide, 
and in House & Home, American Builder, and 
Practical Builder, American Steel & Wire is 
supporting you by selling the advantage of 
concrete that is reinforced with American 
Welded Wire Fabric. In addition to all of these 
selling aids, there is the added impact of the 
Wire Reinforcement Institute advertising pro- 
gram, in such publications as Better Homes 
and Gardens, reaching millions of prospective 
home builders. All you need to do is tie-in with 
this advertising at the local level. And, here are 
the promotion materials you need: 


FREE MERCHANDISING AIDS 


rofessionally prepared brochures, ad mats, 
and direct mail pieces, needing only your 
signature or imprint, are yours for the asking. 
They will help make you Reinforcement Head- 
quarters in your community! They will help 
you make that extra sale every time you sell 
concrete! Send the coupon! 























































USS and American are registered trademarks 


—————-— —— 
American Steel & Wire 

Rockefeller Building | 
Cleveland 13, Ohio 
Rush me a merchandising kit, today, that | 

| will help me make extra sales and extra 
| profits on American Welded Wire Fabric. | 
| Name oc cccccscccccccccesccccccccoecccesseee | 
FM Una kcal ipasctdenesvesacneps | 
| PII <5 0 0:0i6 CaO S506 0:40 5.00.56 046 <den vasteees | 
StetO. ..cccccce | 


ALIGNALOCK LATCHSET 
assembles in seconds|! 


Outside knob fits into o 
pre-grooved latch 3 
assembly. Through : 
screws are non- ‘ 
loosening, pre-set... 


Inside knob, 

rose and slotted 
backplate snaps-on 
to pre-set screws... 


TWIST... and 

assembly is complete, 
alignment perfect. 

Time 25 seconds. 


What could be easier...simpler...faster? 


The improved AlignaLockassem- Ask your Sargent supplier to 
bly willsave youtimeanddollars demonstrate the new AlignaLock 
in lock installation. Fewer parts assembly. Or write Sargent & 
—just 3 factory-assembled units— Company, New Haven 9, Connect- 
make installation quick, align-  icut, fora FREE SAMPLE MOUNT. 
ment foolproof. 


ant 
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New! ZIP-TAPE ) 
PACKAGE 


Easiest selling plus... 
Gold Bond Foil-Backed Gypsum Wallboard 


You can increase your volume, and your profits, too, 

with Gold Bond Foil- Backed Gypsum Wallboard. It costs you only 
14%¢ more per square foot, and it gives the builder these 

three big benefits: a sturdy, fireproof wall and ceiling, year ’round 


insulation, and a built-in vapor barrier —all in one application! 
This saves him time and money—makes Gold Bond Foil- Backed 
Wallboard easy for you to sell. 0 On 


You'll like the new protective wrapper it comes in. Now 
both sides of the board are protected from dirt and damage, reducing 
handling losses. Handy zip tape makes it easy to open for 
odd lot orders. 

Tell your builder customers how they can save time and NATIONAL GYPSUM COMPANY 
money with Gold Bond® Foil- Backed Gypsum Wallboard. For technical 
information, write Dept. AL-108, National Gypsum Company, 
Buffalo 2, New York. 


BUILDING PRODUCTS 
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KEYCORNER LATH 


makes LATH and PLASTER 


an even better buy” 


says A.BERNARD OLSON, president, 
The Olson Lathing Co., Chicago, Illinois 


*‘Nobody questions the superiority of lath and 
plaster where greater fire resistance, lower main- 
tenance costs and lasting beauty are concerned,” 
declares A. Bernard Olson, one of the country’s 
leading lathing contractors. 

**Keycorner helps make lath and plaster even 
better. Our job experience proves what tests* 
show—that Keycorner almost doubles crack re- 
sistance over other corner reinforcements,’’ he 
explains. ‘“‘We know the Keycorner ability to 
fight cracks.” 


*‘And Keycorner is easier to use. The pre- 
formed 4-foot lengths fit into place with no effort 
at all. There’s no time lost, no waste. The open 
mesh of Keycorner makes it easy to plaster over 
—assures full bond with plaster and a better job. 

*“Keycorner gives this extra protection, yet at 
a saving. That’s why we use Keycorner exclu- 
sively!”’ Olson exclaims. “It lets us give greater 
satisfaction on every job.” 


*Tests with Keycorner, as well as other corner reinforcements, conducted by 
the Research Foundation, University of Toledo. Complete test reports 
FREE from Keystone Steel & Wire Company. 


KEYSTONE STEEL & WIRE COMPANY pecsia7, nincis 


Keybead® + Keydeck - 


Keywall + Keycorner + 


A typical quality Olson Lathing 
job goes into this 17-flat apart- 
ment building in Chicago. Many 
builders are switching back to 
lath and plaster because of the 
increased fire resistance, lower 
maintenance and permanent 
beauty that plaster walls provide. 


you get with Keycorner. 


Keymesh® - 


Keycorner is simple to handle 
and use. This fact assures bet- 
ter workmanship, which adds 
still further to the superior job 


Welded Wire Fabric + Non-Climbable Fence 


Keycorner gives a better plaster 
job. The open mesh assures full 
bond with plaster and gives the 
strong reinforcement that pro- 
vides maximum crack resist- 
ance. Keycorner is also 
galvanized to prevent rust. 











A. Bernard Olson uses Keycorner because 
it’s part of ‘ 


‘ ’ 


A better job at a lower price.’ 











SALES FEATURE: 
A WIND-SAFE ROOF 


t/avumled. 
° Usuli if 


The exclusive Ruberoid Wind Warranty 
covers every Lok-Tab asphalt shingle 
against blow-offs—even in hurricanes and 
cyclones! Each shingle is secured by a hid- 
den lock from the moment it is put on. 
They’re now available in a wide range of 
modern Trend Colors, too. Add up Lok- 
Tab features: easy application, extra color 
beauty, Ruberoid quality, and exclusive 
Wind Warranty. No wonder Ruberoid 
Lok-Tabs are a sales leader everywhere 
for dealers and applicators. Ask your Ru- 
beroid dealer about Lok-Tabs. For more 
information, see your Ruberoid represen- 
tative or write The Ruberoid Co., 500 
Fifth Avenue, New York 36, N. Y. 





RUBEROID 


OK-TAB 
ASPHALT SHINGLES 
the RUBEROID Co. 


ASPHALT AND ASBESTOS 
BUILDING MATERIALS 
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Find the firm going places...youll tind H BESTONES| 


"56352 Orange ee, UMrray 4-8854 PLAS re K-LIME 


EVERSON VILLA Metal Lath-Cor 


TOOLS—GLASS 
ME BLDG MATERIAL CO : " 
89499 Eveland Bivd............. DRexel 8-7750 | 1156 Penn Or 


GREENVILLE DOOLITTLE & SMITH INC 


EAST SIDE COLUMN CO 41894 Nebraska... ee 
id , W Aver 4-336 emegsnbio4 


Dixie 


yh 


yer + 
mee 


é 


Lumber-Miliwork-Roofin 
354, Worthington. . 


Whether you operate one truck or twenty, you'll find that Firestone’s 
truck tire costs less per mile. Billions of miles of carefully kept fleet 


records prove it. 

Firestone has always built extra strength and long life into every Firestone 
truck tire. Now, even greater strength and longer wear are being built 
into Firestone truck tires through the use of Firestone Rubber-X and 
Firestone S/F (Shock Fortified) cord. 


No wonder that, now more than ever, more truck operators are changing 
over to Firestone tires. Ask about Firestone Rubber-X at your Firestone 

’ . TRANSPORT 
Dealer or Store. That's the place for fast dependable service, too. : 


irestone 


Copyright 1958, The Firestone Tire & Rubber Company 
BETTER RUBBER FROM START TO FINISH 


Enjoy the Voice of Firestone every Monday evening on ABC television 
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Cyclone Hardware Cloth, with the ex- 
clusive welded selvage, has many uses 


for the homeowner, the farmer and the various other types of enclosures for 
contractor. poultry and other small animals. 


American Welded Utility Fabric—ideal 


Cyclone Lawn Fence and Gates, in a 
for poultry floors, bins, battery fronts, and 


variety of heights and styles, welded or 
woven construction, add protection and 
beauty to home yards. 


ee ae 


: + 
aie ne nr 


Cyclone Flower Bed Border, two types, American Galvanized Gates are made of heavy- 100-Pound Cartons of American Nails 
identical in construction to Lawn Fence gauge fabric with sturdy, but lightweight, steel are strong, sturdy, and can be exposed 
protects plants and shrubs from tram- 


‘ tubing frames. In many styles and sizes, all types to weather right on the job. 
pling and other damage. complete with fittings. 











7 


Beil Hy Vi 


ft] ral i nt 
} 


























American Barbed Wire, in 7 styles, has American Ranger Barbed Wire is a high- 
sharp, well-formed evenly spaced barbs. strength, low-cost wire. It is available in 


American Hex-Cel Poultry Netting, 
Extra-high quality for long life. two- and four-point barbed styles. 


with its straight, true weave, is a profit- 
able and popular item to handle. 
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homeowners and farmers 
fast sellers now! 


Large quantities of these well-known fence and 
hardware products are used in property improve- 
ment projects at this time of year. You can cash 
in on seasonal building and rebuilding by stocking 
—and displaying—adequate supplies of these fast- 
selling lines. They are famous brands; farmers and 
homeowners will look for them when they come 
to buy. 

For faster, easier sales—stock up on these prod- 
ucts today. Write the nearest American Steel & 
Wire sales office—or American Steel & Wire, 
Rockefeller Building, Cleveland 13, Ohio. 


USS, American, Cyclone, Ranger and Hex-Cel are trademarks 


: American Steel & Wire 
| Division of 
i United States Steel 


Columbia-Geneva Steel Division, San Francisco, Pacific Coast Distributors 
Tennessee Coal & Iron Division, Fairfield, Ala., Southern Distributors 
United States Steel Export Company, Distributors Abroad 























American Nails and Tacks are made American Baler Wire is manufactured 
in hundreds of different styles, shapes, in styles to fit most all makes of automatic 
and sizes and in many different finishes balers. It is strong and tough, works 
for a great variety of fastening needs. smoothly and evenly. 
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For knotty pine paneling... 
suggest LODGEPOLE PINE 


small, non-bleeding knots characterize this light, easy-to-work wood 




















¥ 
i 


+ 
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moegee 


LODGEPOLE PINE —an ideal knotty pine. Write for FREE illustrated Facts 


Its knots are small, and they do not bleed. It is light Folder about Lodgepole Pine to: 
WESTERN PINE ASSOCIATION, 
Dept. 703-D, Yeon Building, 


Portland 4, Oregon. 


in weight, easy to handle and work. 

Because Lodgepole Pine is soft-textured, it is 
easily nailed without splitting. It machines to a 
smooth, satiny surface and has excellent paint and 
stain holding characteristics. You'll find Lodgepole 


Pine carefully dried—assuring more accurate ‘Western Pine Association 


sizing and improved woodworking qualities, insur- | member mills manutacture these woods to high 


ing lower maintenance costs. | standards of seasoning, grading and measurement 
= . aM: : : Idaho White Pine - Ponderosa Pine - Sugar Pine 
Sheathing, siding, subflooring are other excellent | White Fir - Incense Cedar - Douglar Fir + Larch 
uses for Lodgepole Pine because of its smooth mill- : Red Cedar-Lodgepole Pine- Engelmann Spruce 
ing, accurate sizing and good insulation qualities. Today's Western Pine Tree Farming Guarantees Lumber Tomorrow 


You can suggest Lodgepole Pine with confidence. 
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LOOK AT YOUR WINDOWS- 






































Before You Deliver a 


Help your customers select the windows that will look right and 
work right, for the life of the home. 

R-O-W Removable wood windows are now available in dis- 
tinctive new styles. Balanced with the =" LIF-T-LOX 
mechanism, they operate with finger-pressure 

No other window can match R-O-W win Achar styling, quality, 
extra features and value. Take a good look at your windows— 
your customers will, and you depend upon satisfied customers. 











Removable R-O+-W windows. pring pressure action com- 

are easier to clean and paint. pensates for swelling or 

With sashes out, they’re easier contraction caused by tem- WINDOW BALANCE 
to install. Compare the in- perature changes—keeps them 

wailed price with any window. - - weather-snug, always. 


R-O-W SALES COMPANY - 1357 ACADEMY + FERNDALE 20, MICHIGAN 
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Soap-and-water scrub 








How to open a lady’s eyes 
about ceiling tile 


Ww: to see a lady’s eyes light up, when she 
comes shopping for ceiling tile? This aston- 
ishing soap-and-water scrub test proves that Insulite 
DUROLITE Ceiling Tile has something no other tile 
can match... the toughest paint finish on the market! 

How do you make the test? Simple as pie. Just 
put a few pieces of DUROLITE on the counter; and 
alongside, a pie plate full of dusty sweepings from 
your floor. Drop several large pinches of this dirt on 
the tile, smear it across the surface and make con- 
spicuous finger marks. Then . .. use a scrubbing 


brush and soapy water, and scrub the smudges away. 
Finally, ask your customer if she knows of any other 
ceiling tile that could take this treatment, or clean 
up so beautifully! 

This demonstration beats all the talk in the world. 
And it dramatizes the fact that Insulite now has a 
complete, all-new line of ceiling tile, with the great 
sales leaders pictured here. Want full details . . . and 
suggestions for getting bigger ceiling tile volume on 
fewer inventory items? Write us, to get the facts 
Insulite, Minneapolis 2, Minnesota. 


sells easy...sells fast...stays sold 


INSULITE 


Ceiling Tile 


Insulite Division, Minnesota and Ontario Paper Company, Minneapolis 2, Minnesota 


INSULITE AND DUROLITE ARE REG 


M.'S U.S. PAT. OFF. FIBERLITE ISA T.M 


Now you'll sell every prospect...with the all-new Insulite line 


These four ultra-modern Insulite tiles, plus DUROLITE, 
offer maximum volume and profit with minimum 
inventory investment. For the smartest note in mod- 
ern decorating, new Insulite ‘‘Pattern’’ designs, (A 
and B) printed in gold and beige. ‘“‘Open’’ pattern 


(A) adds height to rooms; “closed” pattern (B) makes 
ceiling seem lower. For acoustical quieting, no other 
tile of any type at any price excels Insulite Fiberlite 
(C). One of the whitest, most cleanly drilled tiles in 
America today is Insulite Casual Random (D). 


























Here’s a New, Big Ticket Sale to 
Increase Your Volume and Profit 


SN 
SERED 


XS 
SA. 


If you want to get a bigger share of the building contracts 
in your community, look at what Bostwick Chan-L-Form 
steel studs can do for you. 


x 
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Steel studs are basically part of a dealer’s business. You 
sell them to your plastering and lathing customers along with 
the metal lath. So why let these extra sales and extra profits 
go by you? 


SS 
S 


S 
S 
S 


SS 
SS 
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SY 


\) 


It’s easy to figure quantity and prices of Chan-L-Form studs. 
Bostwick will gladly furnish all the literature and prices you 
need. You can get extra assistance by writing or phoning 
Bostwick, and you will get first-hand help quickly. So start 
now by writing to Bostwick for literature and prices. 


THE BOSTWICK STEEL LATH CO. é © 
107 HEATON AVE. NILES, OHIO ostwitk 
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NEW! HEAVY-DUTY! 


% HP—H264—$62.50 ‘tropuctoRY PRICE) 


1% HP—H267—$82.50 


RECESSED SAFETY SWITCH prevents acci- 
dental “‘turn-on.”” Locks shaft automatically. 
Only one wrench needed to tighten chuck. 


NEW MICROMETER DEPTH ADJUSTMENT, \j 
for settings as fine as 4/1000 of an inch, 
permits highly accurate cut measurement. | 


COMFORTABLE 3-POSITION HANDLES pro- 
vide excellent stability, control for all cuts. ; 


UNIQUE SPOTLIGHT—throws bright beam 
on the work area; gives perfect visibility. 


NEW CLAMPING LEVER releases or locks 
motor in base with a simple flip of finger. 


The Router with the LIGHT...the LOOKS... and 
the LEAD on all others — for years to come! 


Here is the most advanced router you will see 
or sell for years to come! For no router ever 
offered more perfect balance and control—no 
higher level of safety and performance. Here, 
truly, is advanced design ready today—ready 
to establish new records of popularity and sales. 
And with it, Stanley offers the most complete 
line of attachments and accessories in the trade. 


To be advertised in The Sat. Eve. Post 


This month the new 260-series router will 
be advertised to carpenters and builders. On 
November 15 and December 6 it will be seen 
in a full-page color SAT. EVE. POST AD by 
21-million people across the nation. So ask 
your wholesaler for full details now or write: 
Stanley Electric Tools, Div. of The Stanley 
Works, 120 Myrtle St., New Britain, Conn. 


Prices slightly higher in Canada. 


AMERICA BUILDS BETTER 


AND 


NEW POWER PLANES 


% HP—H283—$89.50. 
1% HP — H284 — $109.50. 
Both with full 16-inch shoe. 
Also available: H299 ADAPT- 
ER KIT for converting 
H264, H267 routers to H283 
or H284 planes — $44.95. 


Lives 


BETTER 


NEW BUILDERS KIT 


$166.50—H297. Includes % 
HP router, plane attachment, 
router guide, templet, templet 
guide, two arbors, cutter, bit, 
grinding wheel—all in sturdy 
metal case. The ideal tool 
package for any building job! 


witTtH STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric tools 


STANLEY 
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+ builders and industrial hardware - drapery hardware - door controls - aluminum windows - stampings + springs 
» coatings + strip steel - steel strapping—made in 24 plants in the United States, Canada, England and Germany. 
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AMERICAN LUMBERMAN EDITORIAL 


Medicine Or Surgery? 





Dealer Profits are ina Bad Way. It's Time to Call in the Doctor 





1953 Net Operating Profit 
] 954 ” ” ” 
1955 

1956 

1957 


This accelerating decline reveals the profit sickness of 
an industry. These figures represent an analysis of several 
hundred dealers financial and operating statements as re- 
ported year after year to one of the larger regional as- 
sociations. 

Because the better managed retail companies are usually 
the ones who send in their statements annually for com- 
parison, it is highly probable that the industry as a whole 
would show even lower earning percentages. 

Net profits have shrunk nearly 50% in five years. 

Not very good to start with, they have about reached 
the vanishing point. One-third of the nation’s lumber deal- 
ers are now operating without profit or at a net loss. It 
is a matter of life and death for the industry to locate the 
virus, find a cure and develop a loss preventing vaccine. 

As in many illnesses, the industry’s sickness is largely in 
the mind. 

Plants and facilities are adaptable to profit—the trouble 
is in the attitudes and thinking of the operators. 

The healthy retail lumber and building products busi- 
ness is netting 6% to 10% profit on its sales and 22 to 
40% on its investment. 3,000 to 4,000 dealers—one deal- 
er out of every nine or 10 in the country is making this 
kind of profit. 

One significant point should be noted about these 
prosperous dealers——fully half of them are newcomers to 
the business in the last 10 years—they didn’t know it 
couldn’t be done! 

The things that keep these prosperous dealers healthy 
profitwise are well known: 

They do a high percentage of high-gross, controlled 
sales 

They practice compensatory pricing 

They promote and sell end-use consumer packages 

They feature installment selling widely and enthusiasti- 
cally 

They are aggressive advertisers and merchandisers 

They cater to housewives, homeowners, farmers, ulti- 
mate consumers 

They control a large segment of their contractor trade 

They keep abreast of and apply the most advanced 
management techniques 

They know the advantages of group action and are 
leaders in association activities 

The average dealer fails to use these profit vitamins and 
is thereby afflicted with the prevalent profit anemia. 

If the mind of the average dealer needs treatment 
more than his plant or facilities, perhaps it is a problem 
for a psychiatrist—a problem of complexes and preoc- 
cupations or traditional habits—deeply engrained and sub- 
consciously functioning. 

The average dealer has these subconscious fears and 
preoccupations to the extent that he seldom recognizes or 
admits. Here they are: 

1. He fears his contractors. He would like to take over 
control of the sale but he has an unvoiced fear of what 
the contractor might do about it. 

2. He is afraid of his competitors. He fears they may 
have a lower price than his and that he will lose business 
to them. 


2.21% of Sales Before Taxes 
2.19% 5 


is afraid of his price. He is so accustomed to 
meeting competitive prices that he has little confidence in 
any of his own prices. 

4. He is afraid of change. He sees what successful 
dealers are doing but he clings to methods that were suc- 
cessful in the past, hoping for a return of the good old 
days. 

5. He is afraid of responsibility to the consumer for 
workmanship. He fails to realize that he can be well paid 
for taking it. 

6. He is afraid of the government so he won’t do the 
perfectly legal things he can do to solve his price and 
distribution problems. 

7. He is pre-occupied with discounts—forgetting that the 
important question is not the discount but discount from 
what? 

With profit sickness so prevalent and chronic, the least 
the average dealer can do is to call in that best of all 
psychiatrists, Dr. Common Sense, to help remove these 
immature, morbid, subconscious fears and preoccupations. 

Doc Common Sense would say: 

Why fear the contractor? 95 out of each 100 of them 
have no offices, facilities, background or training for 
salesmanship and merchandising. Yet these same contrac- 
tors cause dealers to cut prices on millions of dollars worth 
of dealer building materials every day without any invest- 
ment on their part in plant, warehouses, stores, inventories 
or advertising. 

Why fear the competitor? No one has a corner on the 
business. New dealers start up every day from scratch and 
make a big success in a few years. 

Why fear price? The great mail order houses are selling 
millions in building materials every day at higher than 
dealer-contractor prices. 

Why fear responsibility? The consumer is always willing 
to pay well for it. 

Why fear manufacturers and wholesalers? Without 
strong profit making retailing, their profits shrink, too! 

Why fear the government? You are the government if 
you do something about it. Unprofitable retail operations 
don’t pay taxes. 

And Doc Common Sense would prescribe: 

Large doses of intelligent and compensatory pricing 
with three ingredients:—a large quota of high-gross 
volume, a medium quota of average-gross volume, and a 
small quota of low-gross volume. 

A sales mix with 70% or more of controlled contractor 
and consumer sales. Just a little extra effort will make 
the dealer the best customer of local contractors instead 
of vice versa. 

A large dosage of installment selling brought about by 
training and incentives. 

A shot in the arm of advertising and promotion includ- 
ing a home planning and improvement center in the store. 

Such medicine will avoid the fatal surgery of receiver- 
ship. Each dealer who is experiencing the above net profit 
decline should ask himself this question: 

What is the outlook for the health of my business if I 
don’t start taking some of this medicine pretty soon? 


Art Hood 
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The STYLE and 
CONVENIENCE of the 


FUTURE in this 


Ge: 
Wasnington 


ns . 





ideal for: 


oo | elo | ole | o| 


4 ey = 4 





BEDROOMS 


fd Unaffected by acids, alkalis and other é 
substances usually found in the home. Im 
Made of rigid high-quality plastic; will . 


not warp, stick or bind. ROUNDED 
CORNERS 


DURABLE 


igsiget= eS Smooth, no-snag surface and rounded 

WARDROBES corners make cleaning a pleasure. Use 
EASY TO A 

CLEAN a wash cloth or sponge with soap and 

warm water. Abrasive cleaners are not 


necessary and not recommended. 


Bright, clean chrome-plated slides oper- 


; pn en ate smoothly and quietly on care-free 
sa 
P BATHROOMS nylon bearings. 


{sl SIs | EASY ACTION, 
NO STICKING 
OR BINDING 





>» PROOUCTS 


——— 


‘SCH OLS : For more information see your jobber or write: 
” WASHINGTON STEEL PRODUCTS, INC. 


Dept. AL-7, Tacoma 1, Washington 
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@ 8500 Fibergias Patio © Paint for 5-Reom 
Rouse Hence. Deroe Vinyt 
® Geld Rond Cetiing Tile Rondertane 
te corer an 18x20 (1. © 825 Patio Lamp 
den ceiling @ & Sketch Coolers 
@ ted scores of other 
pleasant surprises! 


Pera in 
of... j te Take Place 
4 Augest 31 


A” OUR SALES OFFICE ¢ 


LE MODERN. or] Pe _ 


5130 Freret St. TW 9-4541 





New Ideas! Products! 


+ ns : 
i \ ‘ ‘@e. PNA T\A/s < - ; 
LIVE MODI N NéE IW 9-454] 


INVITATION AD names 27 cooperating manufacturers; theme is one-stop service for materials, service, financing. 


House Converted Into 


BEFORE AND AFTER—Old double house 
built in 1900, shown above before con- 
version, now is Live Modern headquar- 
ters, at right. Patio and reflector pool 
will complete the scene. 


eer ERIE BE ER td (ARE BR aa 
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DISPLAYS ARE EVERYWHERE in layout, with pickup hardware store and outdoor storage of lumber at right. Offices upstairs. 


One-Stop Building Center 


Here is a ‘permanent model home’’ for display of ma- 
terials and sales headquarters for new construction and home 


improvements. 


A remodeled house has been con- 
verted into a permanent sales tool by 
lumberman Ivan Foley in New Or- 
leans. 

Designed to sell both new homes 
and remodeling jobs, the permanent 
model home is a combination show- 
room and store with completed rooms 
and separate displays of building ma- 
terials, all under one roof. 

“Live Modern, Inc.,” as the new 
headquarters is called, is intended as 
a one-stop showroom for building ma- 
terials, services and financing. The 
floor layout and display of materials 
was executed after consultation with 
American Lumberman experts in the 
field of store design and merchandis- 


ing. 


Foley says other ideas incorporated 
in his store are the result of attending 
Art Hood’s management workshop 
sponsored by the Louisiana Building 
Material Dealers Association. 

The physical home of Live Modern 
is actually an old double house built 
in 1900 in uptown New Orleans, 
which Foley now regards as the heart 
of his potential market. 

As the work of renovating the 
house progressed, job signs pointed up 
the various stages of remodeling. 

“Actually, this type of promotion 
isn’t anything new,” explains Foley. 
“We've merely taken the model home 
concept, usually found miles from the 
center of the city and moved it into 
the city where the consumer is.” 

(continued on next page) 
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BEFORE AND AFTER attic area (above 
and below) converted to office space. 
Materials customarily used in attic jobs 
can be seen here. 








LIVE MODERN, INC. 
A 60-SECOND QUIZ! You May Win o Veluahle Gree Prige! 


Your name Home ph. — 


Address a __State. 
Principal family occupation is 
Do you now own or rent [) your home? (Check one) 

Is it @ single dwelling or multiple-fomily dwelling (]? (Check one) 

Are you planning to buy o home within the next 6 months (7), year [1], two years (0, indefinite (1)? 
Are you looking for o new home ["], older home [], no preference [")? 

Are you planning to ADD ROOM(S) to your present home? Yes (1). No (7) 

Are you planning to REMODEL any room(s) in your home? Yes (1). No [) 

Which room's)? 


Swen aouewn — 


Add Remodel 

Om room oom 
a. Kitchen ] e. Porch Oo) 
b. Bedroom f. Goroge 0) 
c Bathroom im * g. Basement - 
4. Powder room [) [J h. Family room [oa EE 
How soog do you onticipate starting this work? Already started ["], within 3 months [_], 6 months (7), 
1 yeor indefinitely 

12. Wheat do you consider to be the most outstanding feature(s) of this home planning center?. 


13. What essentio! requirement, in your opinion, do you find missing from this home plonning center? 


PLEASE DEPOSIT IN BOX. YOU NEED NOT BE PRESENT TO WIN. 


COMPLETED QUIZ CARD was necessary for visitors to quali- 
fy for door prizes. 


MANAGEMENT MEN who will direct Live Modern. Left to 
right, sales manager Herbert Oliver, advertising and promo- 
tion; president Ivan Foley, buying sales and accounting ac- 
tivities; Edward Delery, contracting; Oliver Delery, legal. 
Architect M. Wayne Stoffle not pictured. 


A New Orleans survey has shown 
that 83% of the city’s homes will be 
at least 20 years old next year. The 
home improvement potential is multi- 
plied further by the fact that the ma- 


jority of homes built between 1945- 
1950 averaged only 900 square feet. 

Idea center. The downstairs section 
of the model home has 2,500 square 
feet of display area, which also in- 
cludes a small retail store, where all 


PYLON DISPLAY UNITS designed by American Lumberman 
are ideal for many building materials sold by Live Modern. 


COMPLETE KITCHENS show floor and ceiling tile and wallpaper, in addition to 


kitchen cabinets and appliances. 
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products that normally go into a con- 
struction contract are sold. 

The second story area of 1,500 
square feet is an office area utilizing 
materials which might be used in attic 
remodeling jobs. 

Because of commercial zoning re- 
strictions, warehouse facilities are lo- 
cated elsewhere. 

One purpose of the permanent 
model home is to combine new ideas 
and new products, so that the custom- 
er can see the latest designs for living. 

The key display fixture for build- 
ing materials is American Lumber- 
man’s pylon unit shown at the 
NRLDA exposition in Cleveland for 
the first time and since adopted by 
many dealers throughout the country. 
Foley has added a 2” fin to each of 
the six sides as an aid in turning the 
pylon. 

Busy start. Job leads received dur- 
ing the 10-day opening are sufficient 
to keep “Live Modern” busy for the 
next six months, Foley estimates 
Dollarwise, he believes about 50% of 
the business will come in new con- 
struction and 50% in remodeling. The 
organization will sub-contract all con- 


PAINT DEPT. in one corner of store 
serves do-it-yourselfers as well as con- 
tractors. Sales manager Herb Oliver is 
behind counter above. 
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struction werk. 

“We are prepared to handle all 
types of customers,” said Foley, “from 
the man who wants just a gallon of 
paint and lumber for a_ bookcase, 
right up to the largest remodeling 
jobs and new homes. 

“By coordinating our materials and 
services, we can cut down on custom- 
er inconvenience. We invite architects 
and contractors to bring in their cus- 
tomers. And, of course, we think we 
have a natural for the do-it-yourself 
trade.” 

Associated with Foley, a past pres- 
ident of the Louisiana Building Ma- 
terials Association, in the enterprise 
are: Edward Delery, contractor, who 
headed his own home improvement 
contracting company; Herbert Oliver. 
former executive secretary of the 
New Orleans Sales Executives Coun- 
cil; M. Wayne Stoffle, AIA, architect 
and past chairman, Mayor’s Citizens 
Planning Committee; Oliver Delery. 
attorney and past president, New Or- 
leans Junior Chamber of Commerce. 





Jobs Develop from 
Grand Opening Contest 


To qualify for valuable door 
prizes, visitors to Live Modern 
were asked to fill out a 60 second 
quiz card, reproduced above. 

Several jobs developed immedi- 
ately from the cards. Foley and 
his staff are now in the process of 
selecting six outside salesmen. 

Among the contestants filing en- 
try cards, 38 said they intended to 
buy a new home within six 
months, 28 within a year; 31 
planned to buy an older home 
within a year. 

Bedrooms (51) outnumbered all 
types of remodeling projects 
planned by visitors, followed by 
kitchens (44) and living rooms 
(28). 

Here is the complete breakdown 
on several customer preferences: 


NEW HOMES 
Planning to buy within six months 
Planning to buy within a year . 
Planning to buy within two years . 
Indefinite 


(new or older home) 
Planning to buy within six months 
Planning to buy within a year . 
Planning to buy within two years .. 
Indefinite 

REMODELED ROOMS 
Kitchens 
Bedrooms 
Living rooms 
Others Shaan 

OLDER HOME 
Planning to buy within six months 
Planning to buy within a year .... 
Planning to buy within two years .. 
Indefinite . 


Kitchens 
Bedrooms 
Living room 
Others 














the A.B.Cs 


Your Best Buy is 


BESTWALL 


If your customers have 


A) work projects that involve 


ee, 


Quite frankly, our headline “THE A. 


was an attempt to get your attention . . 


partitioning, we sincerely 
recommend that you read 
this ad completely and 
send for the literature of- 
fered. If you do, we can 
assure you that you will 
create customer satisfac- 
tion and additional sales. 


B. C.’s of PARTITIONING” 


. but the fact of the matter is that 


there is a specific “*A’’ modified, **B’’ modified and ““C”* Bestwall Hummer 


System that will give your customers the solution to any partitioning 


problem they might have. 


To help you sell more wallboard, we have prepared various brochures 


and promotional material to help you show your customers the great 


economy and low installation costs of The Bestwall Hummer Systems of 


partitioning. This additional service can only result in greater customer 


satisfaction and more sales. 


Drop us a note or enclose the coupon below if you would like samples 


of the material available. 


Sold by Bestwall Certain-teed Sales Corp. 


offices in all principal cities. 


FIREPROOT GYPSUp, 


BUILD ING PR opucts 


BESTWALL GYPSUM CO., 
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Bestwall Certain-teed Sales Corp., Dept. AL 


120 E. Lancaster Ave. 
Ardmore, Pa. 


Gentlemen 


Please send me your new 
Hummer "“C" System Brochure 


ARDMORE, 


Circle No. 32 on Coupon, page 120 








HOME REMODELING — REPAIR 


No Down Payment! 
san} TELEGRAM 


OW YOU CAN REMODEL YOUR HOME 
— ADD A ROOM — OR A SCREEN PORCH 
OR MAKE REPAIRS — SECURE IN THE 
KNOWLEDGE THAT YOUR ESTIMATE — BY 
WIRE — IS ALL YOU PAY AND THAT THE 
WORK IS DONE BY EXPERT CRAFTSMEN 
WE PAY YOUR LABOR — WE SUPPLY THE 
MATERIALS. YOU CAN'T GO WRONG. 














Phone 3-6031 . . . Ask for the ‘K' Man — an expert appraiser will call on you at your 
e convenience. 


2. Within 48 hours you will actually receive a telegram, giving you an EXACT estimate. 
KENSON’S guarantees you will pay no more! 


Carefully planned work ts scheduled perienced Craftsmen using the finest 
3; terials from KENSON’S. 2” = your _ 





4 NO DOWN PAYMENT! Yes, now you can have that big job done — sensible terms 
je to fit any budget. Call now — one stop service throughout — as always S&H Grees 
Stamps on the full amount! 


ESTIMATES BY WIREO 


707 E. JEFFORDS © PH. 3-6031 © ASK FOR THE 'K’ MAN 











SALES MANAGER 
Garland Nugent, 
left, and ‘‘K’’-Man 
Bruce Pearl, gen- 
eral manager of 
home improvement 
department. 


Get Fast Start in Home 


Improvement Business 


Management decision. Manager 
George E. Travis had attended the 
management workshop sponsored by 
the Florida Lumber & Millwork As- 
sociation and conducted by American 
Lumberman’s Art Hood and saw the 


The decision to get into the re- 
modeling field was based on Kenson’s 
careful market study of the rapidly- 
developing Florida west coast area 
concentrated in the Clearwater—St. 
Petersburg—Tampa triangle. 


“Estimates by wire . . . just pick 
up the phone and call Clearwater 
3-603 1 . an expert appraiser will 
call on you at your convenience .. . 
take careful notes . . . send you an 
exact, guaranteed estimate of your 


home improvement project by wire 
within 48 hours.” 

Radio spots like the above, as 
many as 50 a week, plus newspaper 
display advertising, blanketed the 
Clearwater, Fla. area as the Kenson 
Lumber Co. launched their drive for 
home improvement business early this 
year. 
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New construction was booming and 
seemed likely to continue. But what 
would happen if new construction 
slackened suddenly? 

Kenson’s decided the answer was 
a home improvement department tied 
to their modern retail store opened 
last year. (See American Lumberman, 
March 3, 1958.) 


possibilities of a profitable, new de- 
partment, which would also serve to 
cushion a cutback in new construction. 

He studied the market potential 
with Bruce Pearl, a construction engi- 
neer, who was named to head the 
new department. Numerous forms 
were designed—call reports, estimat- 
ing forms, sales contracts, performance 
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contracts, credit forms and applica- 
tions. 

“In short,” Travis explained, “we 
attempted to anticipate all the needs 
of a smoothly running home improve- 
ment business before any attempt was 
made to promote this service.” 















advertising and one-third in local 
radio spots over WTAN. 

Radio spots were especially effec- 
tive. Inquiries fell off sharply when 
the spots were dropped for one week 
as a test of that medium. Newspaper 
advertising copy emphasized one-stop 





advertising expenditure for the first 
half year ran exactly 3.7% of total 
home improvement contract sales. 
Sales climb. Home improvement 
sales climbed steadily from the $4,000 
volume in January to $18,000 in June. 
Home improvement sales for the first 

























“Estimates by wire” was the gim- 
mick created to attract immediate, 
favorable response. It attracted atten- 
tion and got people talking about 
Kenson’s home improvement depart- 
ment and its identification symbol, 
the “K-Man.” 

About $1,600 was invested in local 


project! 


advertising during the first six months of the predicted 
of the program. Two thirds of the 
budget was spent in local newspaper 























Name Case bisrony * = Survey No. Sc 
Address Cis Acute. FU Date 3-3 Time 9:co a+ 

Salesman (Ay 
Telephone Preliminary ‘Est. $ /4A7- 
Repo Remodel +— Addition — Enclosure 








Description of Work: De ioe Garnce Derr -Exr]exr 





) 


Remarks. 











C7 

CS-207 
Financing Req'd: 47) Amt. $ No. of Mos. 
Credit. Approved Not Approved Pending 





Remarks: Los ey ark ved sad, tru. by [OOP Fe MU 72 











CALL REPORT CARD gives preliminary data on every 
job for Kenson Lumber Co., Clearwater, Fla. 





ONTRACT 





PERFORMANCE 





Date 


(1- We) 





agree to furnish to Kenson Supply Co 
the following services 


Work described 


made b 





The above work to be done for $ payment to be 


Kenson Supply Co. upon completion of job, All work to be done in 
» workmanlike manner and in accordance with standard practices 

(1- We) agree to furnish any or all permits, licenses, insurance and 
workman's compensation on this job in connection with our work, and 


(1- We) agree to have the premises in a condition satisfactory to the 


property owners upon completion of the job 














service for materials, labor and fi- 
nancing—a guaranteed job at a 
guaranteed price by a reputable com- 
pany—Kenson’s—plus S&H _ green 
stamps on the full 


KENSON’S TOOLS FOR EFFICIENT REMODELING 


six months of the promotion were 
approximately $44,000 in this brand- 
new market for Kenson’s. 

Serious consideration is being given 
to establishing the home improvement 
department as a separate division of 


amount of the 


Advertising for the first six months the company. The department is 
of the program was budgeted at 4% 
gross sales. The 
percentage actually ran higher during 
the first two months; the overall 


staffed by five people, who handle 
all inquiries, sales, estimating, expe- 
diting and inspections. Kenson’s regu- 
lar outside salesmen have proved a 
(continued on next page) 






DEPARTMENT ———— 
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SALES CONTRACT states the type and extent of im- 
provements to be made, description of materials, per- 
formance guarantee, total cost and payment plan. This 
job for a retired couple involved remodeling garage 
and added storage cabinets for $1,137. Before this 
work was completed, a separate contract was signed 
for an added room costing $885. 


PERFORMANCE CONTRACT signed by Kenson and con- 
tractor customer describes the work to be done “in a 
workmanlike manner and in accordance with standard 
practices."’ Contract also stipulates that homeowner's 
premises will be left in a condition satisfactory to them. 
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TYPICAL REMODELING PROJECTS sold 
by Kenson Lumber's ‘'K'’-Man_ include 
major add-a-room project above, com- 
bination dining area and Florida room 
addition, above right, and kitchen job 


pictured at right. 


good source of leads for remodeling 

In addition to major home improve- 
ments, simple maintenance and repair 
jobs are handled by a _ handy-man, 
who works for regular wages without 
a formal contract with the homeowner. 

While there has been no great 
profit margin yet with the exception 
of materials used on all jobs, Kenson’s 
is completely satisfied with the results 
thus far, according to manager Travis. 

“While we anticipated the possibil- 
ity of a public relations problem with 


Sample One-Minute Radio Spot 


Telegraph key, fading) 

Female voice: (Housewife, breathlessly): ESTI- 
MATES BY WIRE? 

ANNOUNCER: Yes indeed! But the estimate by 
wire feature is just one of the points of 
Kenson’s exciting new home remodeling and 
repair program . . . now you can add a room, 
a screened porch or make those needed repairs 
secure in the knowledge that the whole job 
. is backed by 
and Ken- 


. all the way through . . 
the respected name of Kenson .. . 
son's guarantees that you will pay no more 
than the telegraphed estimate .. . this plan 
takes all the doubts, all the red tape out of 
home improvement . get that job done 
now! 

FEMALE: What do | do? 

ANNOUNCER: Just pick up the phone, call 
Kenson’s—Clearwater 3-6031—that’s 3-6031 
and ask for the “K’’-Man. An expert appraiser 
will call on you at your convenience and after 
taking careful notes, the “K”-Man will send 
you a telegram 48 hours... the 
guoranteed work will be done promptly and 
efficiently by experts 

FEMALE: Is the estimate exact? And what 
about financing? 

ANNOUNCER: Under no circumstances will 
you pay more than your estimate and if you 
need financing, all of the details are handled 
right at Kenson’s Its one-stop service for 
dependable home repairs and remodeling . . 
so call the “K”’-Man now... that’s Clear- 
water 3-6031 for your estimate by wire. 

(Cut in telegraph key and fade.) 


within 
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certain contractor customers,” says 
Travis, this hasn’t been a drawback. 
The reason is that we stress that we 
are not in the contracting business, 
but merely a one-stop home improve- 
ment service. 

“In fact, by taking home improve- 
ment jobs to our general and specialty 
contractor customers, we have created 
additional business and good will with 
the trade. 

“We are convinced that building 
materials sales to new contract cus- 


he 


tomers will double the figures for the 
first six months as a result of new 
accounts and increased volume origi- 
nating with our home improvement 
business. 

“In our experience,” concludes 
Travis, “home improvement business 
cuts across all departments in our 
building materials operation. It has 
helped paint sales, patios, screened 
enclosures, the cabinet and store fix- 
ture shop. It has even forced us to 
take on a kitchen cabinet line!” 


PAINT CONTRACTORS learn about Kenson's decorator center from manager George 
E. Travis. Wallpaper-paint center staffed by three paint experts occupies one end 
of Kenson's modern store. 
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only 
HAR-VEY hardware 


has all these features 


BUILT IN DOOR STOP 


LIFETIME 
NON-BINDING 


EXTRUDED — 
ALUMINUM 
TRACK 


UNUSUALLY RIGI 
GUIDE HANGER 
ADJUSTMENT SLOTS 
FOR EASY EXACT ALIGNMENT 


JAMB 


NEW KUSH-N-STOP 
REVERSIBLE 


TT 
ii ae 


| 





HINGE 


Made to please your customer... 


NEW! Har-Vey ‘“B”’ Lin 


HAR-VEY SLIDE-A-FOLD HARDWARE is fash- 
ioned for the sales minded builder . . . it gives folding 
doors that sure, silent, smooth action needed to delight 
the most discriminating home buyer or home owner. 
The new Har-Vey jamb hinge rigidly supports the 
door’s entire weight. The single top track serves only as 
a guide, assuring a lifetime of smooth, quiet and 
effortless operation. Look for the Har-Vey name 
stamped on metal parts... your assurance of superior 
quality. 


e Slide-A-Fold Hardware 


UNITS COME IN USEFUL HANDI-PAKS .. . one 
box to one opening . . . contains everything to com- 
plete the job. Har-Vey’s unique design pays a bonus to 
the user in fast, easy installation. Har-Vey Handi-Paks 
are easy to stock . . . cuts your inventory, handling 
and sales costs. Price—eminently reasonable (and with 
no compromise in quality) . . . Har-Vey “B”’ Line 
Slide-A-Fold Hardware comes in 6 sizes from 2’ door 
openings at $3.79 to 6’ openings at $8.79. Write for 
complete details now! 


look at the easy one man installation... 


MARK LOCATIONS MOUNT T 
as wine 


RACK & JAMB HINGE ATTACH 


ATTACH GUIDE HANGER 


DOOR TO HINGE ATTACH KNOBS 





Write for New Bulletin H-17 
AMERICAN SCREEN PRODUCTS COMPANY 


World’s largest manufacturer of window screens 
General Offices: 61 E. NORTH AVENUE 
NORTH LAKE, ILLINOIS 


©1958 by American Screen Products Company 
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HARDWARE 


~/ 
HOMESHIELD® 


SCREENS 


TS MERCHANDISER Circle No. 33 on Coupon, page 120 
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ATTIC EXPANSION will provide for two rooms and a bath as 
sold by alert small-town lumber dealer to project homeown- 
ers. Cape Cod homes offer good market for this type of ex- 
pansion, says dealer. 
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CARPORT WAS ENCLOSED and living space added in 
form of porch, rear. Picket fence was sold as part of 
the package by Bridge's. : 





— le 
ADDED LIVING SPACE was provided in this garage- 
breezeway, which was finished in knotty pine. Hex- 
agonal window gives stylish touch to breezeway addi- 
tion. 


Small-town dealer reaches out for sales— 





Project Dwellers Ripe for 
Home Improvement Packages 





HOMEOWNERS 
ATTENTION 


WE GIVE YOU 





REMODELING or REPAIRS ? 


* MODERN KITCHEN 

* ALUMINUM COMBINATION WINDOWS 
* ALUMINUM SIDING 

* ATTIC ROOMS 

* BASEMENT IMPROVEMENTS 


BRIDGE’S 


{AZARDVILLE. CONN Tei & 








PACKAGE DEAL—materials, plans, labor 
and financing—is offered in display 
newspaper advertising by lumberyard. 
Note aluminum products promoted. 


60 


Extensive home planning headquarters with six display 
booths of installed materials helps eastern dealer sell remodel- 


ing jobs. 


By concentrating their sales and 
promotional efforts on the home 
improvement market, Amos  D. 
Bridge’s & Sons, Hazardville (pop. 
1,1272), Conn., are building a steadily 
increasing overall volume. 

Last year, the first big year of 
Bridge’s push in this specialized mar- 
ket, the firm did 14% of their volume 
in home improvements. 

This year’s home improvement 
volume is running “well ahead” of 
last year, according to general man- 
ager Harold C. Woodman. 

More experience, increased pro- 
motion and an_ excellent potential 
market are factors that favor further 
market expansion for Bridge’s. The 
firm ties labor, materials and financ- 
ing in one package, which prospects 
find hard to resist. 

Serving a 20-25 mile radius and 
strategically located between Spring- 
field, Mass. and Hartford, Conn., 
Bridge’s is capitalizing on the need of 
project homeowners for expanded 
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living space. 

Kitchens, porch and _ breezeway 
enclosures and basement and_ attic 
expansions are the most popular pro- 
jects, but nothing is overlooked. 

“You're in complete control of the 
deal from conception to completion,” 
explained Woodman. “You get top 
prices for materials and when you 
turn the completion certificate into 
the bank you get your money and the 
deal is finished in every respect.” 

Bridge’s new 60’x72’ store, com- 
pleted this year, has an up-to-the- 
minute Home Planning and Improve- 
ment Center, where prospects can 
study the latest literature in privacy. 

Six display booths, each 4’x4’, 
display a wide variety of building 
materials in use. These materials 
include different types of flooring, 
wall and ceiling tile, different window 
styles and exterior siding treatments. 
Removable roofing samples are in- 
stalled in a simulated roof. 

A model garage has been erected 


in the parking lot with a different 
size door at either end, another step 
to aid customer selection. 

Selling the job. Personal salesman- 
ship, newspaper, radio and hand bills 
are used to back up in-store selling 
in the Home Planning Center and 
to attract new leads. 

Heading the department is general 
manager Woodman aided by Joe 
Williams, a kitchen expert of 20 years 
experience and John Bachiochi, out- 
side salesman. Woodman believes that 
each salesman should be able to sell 
$100,000 annually. Salesmen are paid 
on a commission basis with drawing 
accounts. 

For estimating purposes, the firm 
has worked out formulas for nearly 
all basic phases of remodeling. “Exact 
cost quoted” and “Satisfaction guaran- 
teed” are two promises used by 
Bridge’s to instill customer confidence. 

Bridge’s knows, for example, that 
a certain type of ceiling tile will cost 
40¢ per square foot installed, figuring 
labor and materials. These estimating 
formulas make for prompt price quo- 
tations on most jobs. 

Contract agreement. After the cus- 
tomer is sold, he sits down with a 
Bridge’s representative and a Home 
Service Department Proposal is drawn 
up. This stipulates the quantity and 
type of materials, the method of 
application and terms of payment— 
cash price, time payment price, down 
payment and monthly payment. Ver- 
bal agreements are not binding unless 
listed in the proposal. 

Most of the agreements are signed 
on customer home calls in the evening 
when both husband and wife are at 
home. Every effort is made to get a 
signed proposal on the first call. 


IDEA CENTER for all types of home improvements. Exact costs and guaranteed satis- 
faction are two factors that encourage prospects to go ahead with plans. 


the first call,” says Woodman, “the 
customer has an opportunity to shop 
around or is likely to delay for some 
reason and the sale is lost. 

“Your chance of securing the signa- 
ture on the second call is reduced 
about 50% and on the third call your 
chances are down to about 10%.” 

Special financing. Financing is an 
additional sales tool at Bridge’s. In 
addition to conventional arrangements, 
the firm has arranged with a local 
bank so that no down payment is 
required on home improvements. The 


REMODELING MESSAGE on panel truck 


“If you don’t get the signature on 
i 4 $: 





ES 


SIX DISPLAY BOOTHS show prospects exactly how installed 
materials will look. Flooring samples include 9x9 oak blocks, 
prefinished oak ranch plank and red oak strip; exterior fin- 
ishes include stained shake, aluminum siding, asbestos siding, 
cedar beveled siding, redwood vertical siding; ceiling samples 


(continued on page 64) 


signs is changed seasonally. 


show swirl finish on Sheetrock, 12x12 decorative ceiling tiles 
and striated gumwood plywood in squares; also displayed 
are five types of windows, wood and metal gutters. Some 
booths of the same material show three different finishes. 
Roofing panel samples are removable. 
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New Cab Interiors! You’ll think 
you’re in a passenger car! Comfort- 
able Custom Cab offers longer wear- 
ing fabrics, new modern steering 
wheel with integral horn ring. T'wo- 
toned doors, seats; instrument panel 
two-toned, chrome-trimmed. 


New Styleside Pickups! Notice the 
handsome new grille, dual headlights, 
stronger wrap-around bumper. The 
cab-wide body holds 23% more than 
any conventional pickup box. 6% -, 
8- and 9-ft. boxes available in 
Styleside or Flareside models. Short 
Stroke Six or V-8 engines. 


for savings ! 


= 





ieee 6S " ~ ae aT rae: 


4 New Tilt Cab Tandems! Now, Ford Tilt Cab Tandems with 
GCW ratings up to 75,000 lb. Now, all the advantages of 
tilt-cab design with the carrying capacity of tandems. 
Saves 3 ft. in length, saves hours of maintenance time. 


2-ton Performance Leader with new 6,000-lb. front axle 
option for greater load capacity, longer life. Maximum 
GVW 19,500 lb. Fully automatic Transmatic Drive avail- 
able. Short Stroke power, Six or V-8. 
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New 4-wheel Drive Pickups! 
Now, half-ton and *4-ton users 
can buy Ford-built 4-wheel 
drive trucks at Ford’s low 
prices. These Fords can take 
on the roughest, toughest off- 


road assignments with sure- 
footed ease. Here are the trucks 
built to operate in mud and 
sand, climb grades of over 
60%. All-new, and available 
about December 1, 1958. 


NEW 59 


FORD 


TRUCKS 


They’re here to take you Ford-ward for savings, 
Ford-ward for modern style and dependability! 


Here, in all 371 models in the ’59 Ford line, are 
modern features that cut costs or contribute to 
driver efficiency! Features like Ford’s economical 
Short Stroke engines, a wider choice of transmis- 
sions, including Ford’s new HD Cruise-O-Matic, 
new cab comfort, the smoothest ride of any pickup! 


All this, plus the industry’s best durability 
record—a study of ten million trucks proves Ford 
trucks last longer! And every Ford has safety 
glass in every window. See your Ford Dealer 
today . . . go Ford-ward for savings! 


FORD TRUCKS 
COST LESS 


Less to own...less to run...last longer, too! 


Circle No. 34 on Coupon, page 120 63 





AM@S BD. BRIDGE’S SONS, Inc. 
Hazordville, Conn., 


| tome SERVICE DEPARTMENT | 














Aluminum Aw oongs 0 
Guttery—Sie! - Abani - 
) Saco’ Balkhrade-Stect 


Q Entrance Doors 
Windows Wood or 











2 Casement Windlws 


ed 
tmetal letsen apes 
werk ifieeke eotem! ening 
meet epee fiat tales sbich wi!) corer tbe price of anit materials amt sme 
Thke 10 am cctimened jot amt amy earpine antercel remetas the praperty of | me Crees t Gee emetemer ee reterne. 
Portal emteretand ing’ amt agrecamete 61th representetives ahail aot te biting welece ant ferah berets 
yy a eg Ag SF or fatinee te emmplate, Sherere oo tantahiahten of <ih co aay of Gin cave quattensd earchention, 
& @me te Fire, , eovorammete| rageietions, er say canes Dayent our camtrel 
any Changes ante by pen i the amore apes i/icetions seesent | agers exnertato cn Meher Gakt eat te tastated er commas ty eto 
Prepenel, tet chall be provides fer eater cuparete ond atii( orders frum ree. 


CASH PRICE | TIME PAYMENT PRICE | DOWN PAYMENT | MONTHLY PAYMENT | 
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How to Get Leads 


Cash bonus is paid anyone who 
furnishes a lead that results in 
a new remodeling job. Prospect 
must buy a minimum of $50 
worth of materials or improve- 
ments. Bonus winner receives 
$5 or 1%, whichever is larger, 
up to $50. Thirty-two different 
types of projects are check- 
listed on prospect cards. Form- 
er customers provide some of 
the best leads and Bridge's 
truck drivers carry a supply 
of cards. General manager 
Woodman says the bonus card 
promotion has been ‘‘quite suc- 
e cessful'' in developing new 
JOB PROPOSAL used by Home Service Department of Bridge's 5 jobs. 
Sons Inc. eliminates possibility of misunderstanding since 

everything is down in writing. 











This proposal is subject to the approval of 
approved it shall hot be Soyrte on . 
thereon by the customer will refunded. 


REMARKS: 





APPROVED AND ACCEPTED: 











Customer “Tathorised Representative 





successfully. Anyone suggesting a 
prospect who buys a minimum of 
$50 worth of materials for a home 
improvement job receives a minimum 
of $5 or 1% of the sale, whichever is 
larger, up to $50. 


handling specialized jobs and receives 
assignments accordingly. Plumbing, 
heating and electrical work is sub- 
contracted to reliable contractors. 
Promotion media. Newspaper, 
radio, handbills and special customer 


PROJECT DWELLERS 


(begins on page 60) 





first payment is not due for as long 
as six months. 

Thus, if a customer is thinking about 
a new garage in the fall, Bridge’s can 
tell him that he can have winter 
protection for his car and the first 
payment will not be due until the 
following April. 

Signs in the Home Planning Center 
play up the “No Down Payment” and 
“Up to Five Years to Pay” services. 
A chart gives a breakdown on home 
improvement loans. 

Labor provided. Bridge’s keeps two 
crews of three or four men busy all 
the year. These men are not on 
Bridge’s payroll, but are hired for a 
specific job at a time on an hourly 
basis. 

The Home Service Department 
proposal stipulates that Bridge’s itself 
will not install the materials, but the 
customer agrees to permit Bridge’s 
to arrange with a licensed contractor 
to make the installation and pay him. 

In addition to the regular work 
crews, the firm also keeps one cement 
man busy, paying him by the cubic 
yard placed. Each crew is adept in 
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lead cards are used to attract business. 
Between 142 and 2% of gross sales is 
budgeted for promotion. 

Reprints of mewspaper ads are 
made up for hand bills from time to 
time and these are slid under the 
auto windshield wipers in a nearby 
shopping center. 

The cash bonus card reproduced 
with this article has been used quite 


MODEL KITCHEN 
features three 
wood lines of cabi- 
nets and two lines 
o f appliances. 
Kitchen specialist 
Bill Williams, left, 
later sold this cus- 
tomer two kitchens 
—one for own 
home, another for 
home he was re- 
modeling for rent- 
al. 


By recognizing the need and capi- 
talizing on it, Bridge’s is expanding 
their volume in home improvements. 

“I took a ride the other day through 
a nearby housing development,” said 
Woodman by way of illustration. “Of 
some 400 homes there, I don’t believe 
there were more than 15 with garages. 
ge greater potential could you ask 
- ge 
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GER-PAK-—THE SHORT WAY TO SAY SUPERIOR POLYETHYLENE FIL 


GER-PRK Film gives builder low-cost, effective closing-in prggection against bad weather. 
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gh 


er-Pak 


FAST 
SELLER 


TO BUILDERS AND FARMERS 









a a 


Designed 
5 


i peo To Meet FHA 


Requirements 


il. 
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Make every season a selling season! Feature 
versatile GER-PAK Film to both your builder 
and farmer customers. It’s loaded with month- 
in, month-out business-boosting uses. Such as 
closing-in unfinished windows, doors and other 
openings for protection against bad weather... a 
or for making trench, bunker or crib silos as ‘i 7S) gen “a 19 
well as tower silo caps. Dozens of on-the-job a 
and on-the-farm applications make GER-PAK 2 
Film a fast mover for you. Order a supply from 
your GER-PAK distributor today! 


GER-PAK Film Covers hold silage and nutrient losses to a minimum 


ad 2 
; | is y swan 


CHOICE DISTRIBUTORSHIPS OPEN in some areas. Molature-vaper besnenanena uneatiaaiieh caine 
Write for facts. barrier 


NEW, COLORFUL ADVERTISING—Pre-sells in the 
most-read, most-influential architectural, builder 
and farm magazines. 


FREE SALES AlDS—Counter cards, swatch cards, Wo stieareegge dead 
displays, ad mats and other valuable aids available Gering Products, Inc., Kenilworth, NJ. 
through distributors. r-----------—-CLIP AND MAIL NOW !------------- 


LARGEST SELECTION OF WIDTHS—From 10 in. Gering Products, Inc., Kenilworth, N.J. AL-10 
up to 40 ft. wide. 























Please send me complete information and samples of 
GER-PAK polyethylene film and Miracle Tape. 
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CHOICE OF COLOR—NATURAL, opaque i 
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WHITE, sunlight and weather resistant BLACK. 
EASY-TO-HANDLE PACKAGING-E ven Seite 


rd 


40 ft. widths come conveniently pack- 3 = 
Vswis 


Address. 





City Zone State. 





se ees nena aseaanl 


My distributor is 





aged in 10 ft. cartons. 
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TOP EXECUTIVES Hodges Lumber Corp., left to right, J. W. 
Hodges, sales vice-president; J. Cutchin Hodges, president; 
C. A. Hodges, treasurer. 
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MODEL KITCHEN in Hodges’ recently-remodeled store is 
used to clinch a sale by R. F. Snidow, remodeling service 
manager. 


Remodeling sales were slipping so Hodges now— 


Works Own Crew, Helps Contractor 


Virginia dealer, who offers package price for labor, ma- 
terials and services, finds plenty of work available. Sales have 
been above 1957 for each month this year. 





COMPLETE KITCHEN job recently sold by 
Hodges Lumber Corp. includes all ma- 
terials and labor. The firm takes com- 
plete responsibility for the work, whether 
it is done by its own craftsmen or by a 
contractor-customer. 


ROOM ADDITION recently completed 
by Hodges Lumber Corp. remodeling 
service came to $2,500, including a new 
roof for the entire house. 











Two years ago, faced with “wholesale-to-everybody” 
competition, Hodges Lumber Corp., Roanoke, Va. set up a 
complete home improvement service. 

“There are plenty of people who are willing to pay us 
for taking full responsibility for their home improvement 
jobs,” says R. F. Snidow, remodeling service manager. 

Facts speak for themselves: in 1956 Hodges’ home im- 
provement billing was $112,000. 

“Building materials accounted for $40,000, on which we 
made $10,000,” explained Snidow. “Labor on these jobs 
amounted to $45,000 and we made $4,000 on that. Sub- 
contracted work made up the balance.” 

In 1957, the volume of Hodges’ remodeling work drop- 
ped to $85,000. The drop is blamed for a change in policy 
—funneling more jobs and job-solicitation to contractor- 
customers. 

Hodges’ has since reverted to its original policy of hand- 
ling as many of these jobs as possible themselves. This 
year the department is aiming for $120,000 in home im- 
provements; about $90,000 is already contracted for. 

July was the biggest month in the firm’s history. About 
one dollar out of seven came from remodeling. 

Nine employes are employed full-time, handling carpen- 
try and painting. Other work is subcontracted. In addition, 
the company has a new home construction department, 
employing an average of 20 mechanics. 

Contractor reaction. “What do your contractor custom- 
ers think about this?” Snidow was asked. 

“We subcontract to our contracter customers up to 50% 
of the jobs we develop,” he replied. “We give contractors 
enough job leads to keep them occupied. The work each 
contractor can do best is sub-contracted to him. 

“Such jobs may include siding, roofing, electrical or 
plumbing work only. We’ve made it plain to the contractors 
that we’re not in competition with them—we’re selling 
for them.” 

There is plenty of work ahead for Hodges’ own crews 
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EXACT SELECTION of flooring and other finish materials is 
made possible by display of good-sized samples. 


SERVICE TRUCK tells the public about Hodges’ complete 


home improvement service. 


and their contractor customers. Another firm has added to 
the staff to permit more calls on prospects. 

Hodges believes it has been successful convincing con- 
tractor customers that its remodeling service brings more 
contractor business, not less, by sub-contracting as many 
jobs as possible. 

Good sales tool. A pencil sketch, usually a floor plan of 
the proposed job plus one interior elevation, is one of 
Hodges’ best sales tools. It not only gives the customer an 
idea of the work involved, but shows him that his ideas are 
being followed as closely as possible. 

“One advantage of a remodeling department,” adds Sni- 
dow, “is that you can use a lot of first-class materials which 
otherwise might be hard to sell. Such items as broken car- 
tons of ceiling tile and odds-and-ends of lumber can be 

(continued on next page) 





DRAFTING ROOM, where job detailing is done. Left to right, 
J. W. McAden, sales manager and R. F. Snidow, remodeling 
service manager. 





Quick Facts on Hodges’ 


Remodeling Service 


Customers: came from (1) newspaper ads, (2) 
radio spots, (3) direct mail, (4) referrals from 
former customers (#4 produces the most business). 
Commercial and industrial customers bulk large in 
the department's volume of work. Construction: is 
done 50% by own crews; 50% by contractor-cus- 
tomers, according to their own abilities and spe- 
cialties. Compensation: Hodges’ pays salesmen 
5% of gross profit on the job. Job records: each 
job itemized, including work to be done; address 
and phone number of the job; date promised, and 
probable crew. Contract report in duplicate keeps 
essential job information before estimator and de- 
partment manager. Contracts: based on cost-plus, 
with materials charged for at retail list, plus cost 
of labor figured at $2.50 per hour per man. Jobs 
under $25 bear 20% supervisory charge; from 
$25 to $100, 15% supervisory charge; over $100 
bear 10% supervisory charge. Payment: about 
75% of all jobs are cash; Hodges Lumber has 
home improvement finance sources, but most cus- 
tomers arrange their own financing when needed. 
Sales, advertising expense: currently running at 
38.4% for sales expense, and .55% of sales for 
advertising investment. 











October 13, 1958, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 





“jewelry” 


ATTRACTIVE 
DEALER DISPLAYS 
AVAILABLE 


Decorative Escutcheon 


Screen & Combination Apartment Sectional Entrance 
Door Lockset Entrance Set Cylinder Lockset 


NATIONAL HARDWARE 


CORPORATION 


CHICAGO: 205 W. Woacke 
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Remodeling Service Procedure 
Hodges Lumber Co., Roanoke, Va. 


1. Get complete name, address, phone number of 
prospect; determine nature of the work to be done. 
2. Call on prospect at home by appointment, get 
all possible details. 

3. Make sketch of drawing if necessary. 

4. Figure materials, get subcontract cost estimates. 
5. Estimate labor and complete cost (the key to 
profitable operation). 

6. Discuss payment terms, get credit application 
completed if job is a time payment deal. 

7. Approve credit, get contract signed. 

8. Complete job, bill according to agreed terms. 














sold at a profit on remodeling jobs. Without this outlet, 
they might not be sold at all.” 

Key to success. The secret of making a success of a home 
improvement department, believes Snidow, is to ask 
yourself: 

“What else does this customer need?” 

Answering this question has helped Hodges sell some 
home improvement jobs, which cost more than an average 
new home. One recent job amounted to $32,000 on a cost- 
plus basis. This involved the complete modernization of an 
old stone house. 

Six of Hodges’ carpenters were on the job four months; 
two painters worked three months; extensive work was 
done by plumbers, electricians and other mechanics. 

“Outside of roofing and siding jobs, our most popular 
home improvement has been interior remodeling.” Snidow 
added, “with attics high on the list.” 

New store helps. When Hodges started its remodeling 
service two years ago, the firm did not have adequate dis- 
play space for building materials, but this drawback was 
eliminated with the opening of their 5,000 square-foot 
salesroom this year. A sales pickup was noted promptly. 

“Sales this spring and summer have been better than 
last year by a wide margin,” Snidow reports. “Our August 
sales were the highest in company history.” 

With the prospect in the showroom, Snider says he can 
close nine out of 10 sales opportunities. Prior to the new 
store, he averaged one out of four. 

“And with our displays of installed products, we’re in a 
much better position to show why the difference in materi- 
als warrants a variation in price.” 


Two-Level Pricing System 


ITHACA, N. Y.—To develop and control sales of com- 
plete home building packages, Cayuga Lumber Co. has 
set up a two-level pricing system. The firm, in its recent 
catalog, quotes “House Job Prices” for the eight basic 
products that account for 90% of the building materials 
that go into a house. Those prices apply only when Cayuga 
supplies all the materials for the home. 

The eight basic materials, according to the catalog, are: 
framing lumber, wood sheathing, bevel siding, oak floor- 
ing, composition sheathing, gypsum board, shingles and 
windows. 

“The bi-level pricing has proved to be an interesting and 
profitable experiment,” observes Frank Saturn. “I’m 
pleased with the results. In our locality, I believe these 
two levels of pricing take care of most situations.” 

Two editorials in American Lumberman written by Art 
Hood advocated a similar pricing system for retail yards. 
“Those two editorials on contractor pricing had a lot of 
good ideas that retail lumberman in general ought to be 
thinking about and following,” says Saturn. 

In the second of these editorials, Hood said: 

“A dealer can have and advertise a one-price policy and 
still apply the principle of pricing variability. The dealer 
only has to establish one price for any given amount of 
service he renders to his customers. Thus, all the customers 
in the same service bracket would receive the same price. 
This variability can be applied to contractor pricing, too.” 
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Color Selection made easy 
with New Formica “Salesmaker” materials 
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Be sure you get genuine Formica. Look for 
this wash-off registered trade mark on the surface. product of 





Now Formica helps you hurdle time-wasting indecision on color 
planning. A new Decorator Idea Book shows pleasing color 
combinations in 43 room settings color keyed to specific Formica 
colors and wood grains. 

A self-service color display board offers free take-home swatches 
of 72 Formica colors and patterns, including the brand new 
‘Fashion Flair” Colors that help you cash in on the trend to 
softer pastel colors. 

A Color Book has all 72 Formica colors in big 9” x 11” size. 
These full page reproductions of Formica let your prospect get 
the full impact of the beauty of the material. 

You can sell more of everything you offer for kitchen and 
bathroom jobs easily, more profitably by putting these new 
Formica ‘‘Salesmaker’’ tools to work for you. 

All of these items are available from your Formica distributor. 
Who not call him right now? 


Formica Corporation, 4630 Spring Grove Ave., 
Cincinnati 32, Ohio. 
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CHILDRENS 


(They Eat UP Shorts, Culls, PLAY HOUS 
Waste—At Good Profits) - ld USE 






ASSEMBLE 






More profits in shorts 
use those studs for redwood fences? Restrick started 


* 
building the fences, putting a finish on them and featuring 
Playhouses & Fencing them in redcacnaih ads. "The 18,000 pieces wre ioe 


gone and they had to place a fast order for more! 







When a previously good customer turned into a bankrupt The success of this promotion sparked others. One of 
one, it looked like a bad break for Restrick Lumber Co., the best is a child’s portable precut playhouse, also usable 
Detroit, with 18,000 pieces of redwood studs on their as a tool shed. Sales of the playhouse, stimulated by news- 
hands. This could easily become a long-standing item in paper advertising, have been brisk and created store traffic. 
inventory. “For example, we have sold a lot of shelving since this 











Then Bud Restrick came up with an idea—why not promotion began,” Tom Restrick remarked. 


Your ‘“‘Minnesota”’ sales booster in action 


€ 
















; WITH A SPRING INVENTORY ANALYSIS TO KEEP YOUR 
STOCK ADEQUATE, CURRENT, FAST- MOVING 








“An expert helping-hand when the work load is 
heaviest’’—that’s your MINNESOTA PAINT salesman. 
Each year he makes a complete, pre-spring inventory 
of your MINNESOTA PAINT products. Then he plans 
your spring stock order recommendation. 










He knows your market and he’ll show you how 
to get a bigger share of it. He’s an expert on our 
products, and he’ll also keep you posted on current 
national color trends. 














Your Man from MINNESOTA will advise adequate 
stocks of fast-moving products. He’ll also recom- 
mend small orders of special items for added sales 
and market coverage. They can be quickly re- 
plenished from your nearby MINNESOTA warehouse 
to save you storage space and money. 











Expert pre-spring planning and merchandising 
help is just one of many extra benefits of a 
MINNESOTA PaAINTs Dealership. Write for details 
about an Exclusive Franchise in your trading area. 









e . 
Minnesota Paints, Inc. 
Dept. AL-6, 1101 3rd St. So., Minneapolis, Minn. 


TY = 
nnesota 


Bat inventory at the Illinois Builders Material Co. in Roanoke, 1 lb PAINTS 
| Illinois for MINNESOTA Dealer, Mr. E. M. Bertschi. 
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Dewey Bowman, MINNESOTA PAINT salesman with over 20 
years’ experience in the paint industry, takes pre-spring 









3 PLANTS: Minneapolis « Fort Wayne « Aflanta « Dallas 
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...mean 
faster sales 
for you 








Sales come easier when you feature ALWINTITE windows and 
doors with their many PLUS VALUES. To prospective home buyers 
their fine workmanship, beautiful luster-dip finish, and easy, 
effortless operation are all visible evidence of quality construction. 
Builders, too, welcome their many PLUS VALUES, 
such as no costly service call-backs, prompt deliveries © 
from local area warehouse stocks, reliable distributors with factory- 
trained window specialists at your service. For the complete 
story, see your local ALWINTITE distributor or write us direct. 


ALWINTITE 


by GENERAL BRONZE 


GARDEN CITY. N.Y. 


ALUMINUM WINDOWS ©« SLIDING DOORS 
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MODELING 


WIN'700 x 
a 


HOME REMODELING DEPARTMENT 
DRAWING 


Saturday, June 7 
5 P.M.—Olympia Store 




























LUMBERMEN’S 
MERCANTILE 


Watch for Full Page L-M Ad Fri., June 6 Se 
FREE COFFEE AND ALL 
DAY SATURDAY — OLYMPIA STORE = 





yards this year. 


PRIZE CONTEST was used successfully to develop remodeling 
leads when Lumbermen's Mercantile opened two suburban 





ROOM 


*WIN 
$700 Room 


Remodeling 


Win a $700 kitchen, bath- 
room, bedroom, recreation 
you wish for your home! Hurry 
to “LM” today or tomorrow. 


*WIN 

Other Prizes 

2nd—Delta Jig Saw & Stand 

3rd—24"x 48” Plate Gloss 
Mirror 

4th—6’ Fiber Gloss Window 
Awning 

Sth—Electric Drill Kit 


"Home Improvements Exceeded 
Our Wildest Imagination’ 


That's how a Seattle dealer, who projects a $500,000 


volume in home improvements from a single yard, describes re- 
sults after setting up new department. 
Read how this dealer gets leads and follows through in 


firm's five branch yards. 


The nine-month-old home improve- 
ment service of Lumbermen’s Mer- 
cantile Co. has turned into a gold 
mine. 

It began to pay off almost as soon 
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as the firm opened a new yard serving 
the suburbs on Seattle’s south side 
last January. 

“We estimated we could expect a 
sales volume of $300,000 our first 





CONSISTENT ADVERTISING emphasizes one-stop serv 
ice and expert craftsmanship. Ad budget is set at 3% 
of anticipated sales. 










NEW STORE opened by L-M in south Seattle in January 
has helped boost firm's remodeling business. 


year,” said John Priest, vice-president 
of the firm. “The success of our home 
improvement service has exceeded 
our wildest imagination. From a vol- 
ume of $3,000 in February-March, our 
volume has grown so that our com- 
pleted jobs billed in September prob- 
ably will exceed $40,000.” 

This record is being set in a yard 
which formerly operated as a materi- 
als-only lumberyard, which couldn’t 
make the grade along traditional lines. 
The L-M home improvement service 

(continued on page 74) 
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Special resin-spray “dry process” makes this G-P 
Hardboard superior to ordinary ‘‘wet process’’ boards. 
G-P Hardboard machines without fuzzy edges, is 
easy on tools. Light-colored surface is unexcelled for 


PERFORATED —S2S, Screenback, 
Tempered, or Factory-Finished 
ivory tone. Square or diagonal 








| SQUARE-SCORED— Plain or Perto- 
pay Factory-Finished in ivory 


_ tone. Handy 4’ x 4 panels. 
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painting. Extensive G-P line meets all your needs for 
low-cost home or commercial construction. Includes 
Standard, Tempered, Perforated, and also Tempered- 
Perforated Hardboards. Packaged for easy handling. 


RANDOM PLANK — Factory-Fin- 
ished in ivory tone. A tough- 
surfaced wall paneling. 


GEORGIA GP) PACIFIC 


Dept. AL-1058, Equitable Bldg., Portland, Oregon 
Please send booklet on entire line of G-P Hardboards 


Name 





Company 





Address. 





City. Zone. State 
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WIDE ASSORTMENT of home improvement materials are dis- 
played in well-lighted L-M store. Prize contest helped build 


store traffic besides boosting home improvement sales. 





HOME IMPROVEMENTS 


(begins on page 72) 





has put the entire yard operation firm- 
lv on its feet. 

So successful is the home improve- 
ment service that Priest has started 
similar departments in the firm’s four 
other yards. One of these serves the 
suburbs north of Seattle. The other 
three, located at Olympia, Tumwa- 
ter and Shelton, Wash., serve builders 
and homeowners in the agricultural- 
logging-sawmill market at the south 
end of Puget Sound. 

“We have expanded our Seattle 
home improvement service into our 
north Seattle yard and we now serve 
the entire Seattle metropolitan area,” 
Priest said. “The home improvement 
service in Olympia is smaller, doing 
about $10,000 per month after a fast 
start in June. It is staffed by a manag- 
er, two salesmen and three carpen- 
ters.” 

An experiment. The home improve- 
ment service was carefully planned 
before it was put into operation. 
Even so, it was a first-time experiment 
in the Seattle area. As a part of his 
pre-planning, Priest developed home 
improvement contract forms, job 
progress records and procedures. A 
complete promotion plan and ad in- 
vestment budget was developed. 

The forms, records and procedures 
made large use of successful dealer 
experiences published in American 
Lumberman during the past several 
years. Priest also made use of data 
developed and used in Art Hood’s 
American Lumberman management 
workshops, which Priest attended. 

Ad agency helped. To get profes- 
sional help in planning his newspaper 
and radio promotion, Priest employed 
a Seattle advertising agency. Sales 
were forecast, using the principles ad- 
vocated by Art Hood and American 
Lumberman. 

Based on this forecast, a promotion- 
al fund of 3% of estimated gross sales 
was set up. This resulted in a $9,000 
ad budget, split as follows: 15% for 
classified ads in the telephone book 
under 30 subject headings; direct 
mail, 20%; newspaper ads, 50%; 
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miscellaneous, 15%. Since the origi- 
nal budget was established, it has been 
altered to include local radio spot 
one-minute commercials. 

“We think now we're getting better 
sales results from our radio time than 
from any other ad medium,” Priest 
said. 

Organization setup. The Seattle 
home improvement service depart- 
ment employs 43 people including a 
production manager, carpenter super- 
visor; 30 carpenters, one electri- 
cian, two cabinet makers, a materials 
expeditor; an office manager, who 
handles credits, collections and job 
cost studies; a sales manager, four 
salesmen and a draftsman. 

“With our own finance company,” 
Priest said, “we can give our custom- 
ers more flexibility in home improve- 
ment loans than is usually available. 
For jobs larger than the Title I type, 
we have a working arrangement with 
a local insurance company to service 
mortgage refinance cases.” 

Successful pattern. Priest’s suc- 
cessful operating pattern for opening 
a home improvement-centered lum- 
beryard starts with a prize contest, 
followed up by ads based on specific 
home improvement jobs. 

Contest entrants are carefully 
screened for intensive sales work. 
Prospects are called upon by trained 
salesmen armed with samples, job 
photographs and sketch pad. In addi- 
tion, the prize contest gets store traffic 
off to a fast start. This pattern was 
operated successfully in the Seattle 
area early this year (AL, Aug. 4, 
1958), and again when the firm’s 
Olympia home improvement service 
was Started last June. 

Contest entrants don’t have to buy 
anything. They simply fill out forms, 
checking the kind of home improve- 
ment job they would like most, sign 
their names, addresses and telephone 
numbers and drop their entries into 
the box at the Lumbermen’s Mercan- 
tile store. 

First prize was a free home im- 
provement job valued at $700. Other 
prizes included building products se- 
lected from the firm’s regular stock. 

Features of the home improvement 
service were stressed in ads announc- 
ing the prize drawing: free estimates, 
professional planning, financing, 


MODEL GARAGE is a sales tool in the L-M yard. Payments as 
low as $25 per month are quoted. 


guaranteed satisfaction. 

By having prize-seekers indicate the 
home improvement job they’d like 
most, management has a good idea 
which jobs to stress in newspaper and 
radio promotion. 

Changes made. The original oper- 
ational pattern of the L-M home im- 
provement service was to sub-contract 
all jobs to contractor-customers. This 
policy proved unsatisfactory; many 
contractors already had plenty of 
work and weren't interested. Priest 
then set up his own construction 
crews, which are working out satisfac- 
torily. 

The home improvement department 
in the south Seattle yard currently is 
working well. A $500,000 volume is 
forecast for the year, a gain of $200,- 
000 over the original estimate. 





Woman Announces Radio Spot 


This is Ann Sterling for Lumbermen’s 
Mercantile. If your home has seemingly 
shrunk and your family grown larger, 
why don’t you do as so many people 
have? Call on Lumbermen’s Mercantile 
for that needed extra bedroom. A 
Lumbermen’s Mercantile consultant will 
expertly plan an additional room that 
will complement your home and give 
you the convenience of needed space. 

He’s a professional planner who can 
put your desires into being. He'll sug- 
gest the best and lowest-cost way to 
add that new room at no obligation to 
you. 

Maybe you can utilize that empty 
attic or unfinished basement. And _ if 
it’s necessary to add on to your home, 
Lumbermen’s Mercantile will do it. . 
so skillfully that it will lend additional 
beauty as well as space. 

Lumbermen’s Mercantile has given 
trusted service since 1895. And they 
have lumber and building material 
stores throughout western Washington. 

When they add your new room, you'll 
take pride in their careful attention to 
detail and traditional craftsmanship. 
And prices are competitive with any 
other reputable firm. 

So for an estimate on an added 
room, cr any remodeling you'd like, 
call Prospect 8-2166 if you live in the 
North End, Cherry 2-2013 in the South 
End. 

Enjoy spacious living now. Remember, 
in the North End call Prospect 8-2166, 
in the South End Cherry 2-2013. Call 
today! 
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The season’s here .. . and time to stock storm window kits. New modern packaging 
to help speed up turnover, PLUS R-V-Tex, the world’s newest low-priced window 


material! 


MORE POPULAR THAN EVER... 
STORMLITE KITS 


Reliable RV-Lite 24SL and 24SLH, dressed up in new and 
colorful polyethylene envelopes and packed in a counter 
display carton. Just open the carton, place on counter, and 
you’re ready for business! Each kit contains polyethylene 
sheeting, molding strips, nails and complete instructions. 
48 envelopes, 2 display cartons per shipping case. 


CLEAR VINYL PACKAGED 
STORM WINDOW KIT 


Another dependable best seller: Clearest vinyl plastic storm 
window kits Nos. 100T and 200T. Both in bright, colorful 
chip-board self-merchandising cartons. No. 100T contains 
vinyl plastic sheet, molding strips, nails, instructions. No. 
200T includes vinyl plastic sheet and tape for indoor in- 
stallation. A boost for your storm-window material sales! 
24 boxes to shipping carton. 





TOUGH R-V-LITE KRAFT DOOR 
WITH VINYL WINDOW 


Super-tough R-V-Lite kraft storm-door kit, ready to con- 
vert any ordinary screen door into a really protective 
storm door. Clear vinyl window, centered in kraft sheet 
and sewed in position. Kit includes kraft sheet, molding 
strips, nails, and clear, easy-to-follow instructions. Large 
enough to cover nearly any standard screendoor size. Indi- 
vidually packaged, 12 to a carton. 


Since 1905 


Arvey CORPORATION 








R-V-TEX... 
WORLD’S NEWEST WINDOW MATERIAL 


Exclusive R-V-Tex, the world’s newest low-cost window 
material that will put new life in your window material 
sales! Price low...to reach all of your market. Tougher, 
longer lasting ... Fiberglas-reinforced polyethylene! Won’t 
stretch, won’t sag. Retains softness...won’t “boom” or 
rattle. No. 500X Clear R-V-Tex available in rolls only: 
150’ length in widths of 36” and 72”. 


ORDER NOW! 
SEE YOUR R-V-LITE REPRESENTATIVE OR R-V-LITE JOBBER. 


R-V-LITE DIVISION 3500 No. Kimball Ave., Chicago 18, Illinois 


“R-V-Lite’ and “R-V-Tex” are trademarks of Arvey Corporation, Chicago. Copyright 1958, by Arvey Corporation. 
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Tags Cut Toy-Handling Time 


Like many other lumber dealers, 
the Holloway Lumber Co., Wood- 
bury, N. J. adds toys for the yule- 
tide season. This aggressive organiza- 
tion has worked out a system that 
practically eliminates the extra han- 
dling, which makes toys such a both- 
er for most dealers. 

All incoming merchandise in the 
toy line is given a consecutive number 
—one, two, three, etc. The same 
item is given the same number every 
time it is received; this merchandise is 
then stocked on shelves that run in 
numerical sequence, such as one, two, 
three, etc. 

Attached to each item displayed in 
the showroom is a small tag that says: 


“Please ask salesperson for item by 


number.” Tag also states the price. 

“Having just one item on display in 
the showroom permits us to exhibit 
the tremendous assortment that we 
carry for the Christmas season,” says 
store manager Charles Fritz. 

“Also, because customers order by 
stock number, pilferage is avoided be- 
cause all toys are handed the custom- 
er at the checkout counter. Customers 
enjoy getting fresh rather than shop- 
worn merchandise.” 

During the Christmas shopping sea- 
son, small pads and pencils are 
handed customers as they enter the 
toy display area; all they have to do is 
note the stock number on the pad to 
order several toys at one time. 


Statement required by the Act of August 
24, 1912, as amended by the Acts of March 
3, 1933, and July 2, 1946 (Title 39, United 
States Code, Section 233) showing the owner- 
ship, management and circulation of Amer- 
ican Lumberman & Building Products Mer- 
chandiser, published every other week at 
Chicago, Illinois, for October 13, 1958. 

1. The names and addresses of the pub- 
lisher, editor, managing editor and business 
manager are: 

Publisher, Herbert A. Vance, Chicago, Ill 

Editor, Gordon J. Lawler, Chicago, Ill 

Managing Editor, Wesley Wise, Chicago, 
Ill. 


Business Manager, none. 

2. The owner is: 

American Lumberman, Inc. (a _ corpora- 
tion) 59 E. Monroe St., Chicago 3, Ill. 

Owned by 

Vance Publishing Corporation (a corpor- 
ation), 59 E. Monroe St., Chicago 3, IIl 
Whose stockholders are 

Herbert A. Vance, 59 E. Monroe St., Chi- 
cago, Ill 

A. E. Monetti, 20 Exchange Place, New 
York, N Y 

3. The known bondholders, mortgagees, 
and other security holders owning or hold- 
ing 1 percent or more of total amount of 
bonds, mortgages or other securities are 
None - 
4. Paragraphs 2 and 3 include, in cases 
where the stockholder or security holder 
appears upon the books of the company, as 
trustee or in any other fiduciary relation, 
the name of the person or corporation for 
whom such trustee is acting; also the state- 
ments in the two paragraphs show the af- 
filiant’s full knowledge and belief as to the 
circumstances and conditions under which 
stockholders and security holders who do 
not appear upon the books of the company 
as trustees, hold stock and securities in a 
capacity other than that of a bona fide 


owner 
HERBERT A. VANCE, 
Publisher 
Sworn to and subscribed before me this 
llth day of September, 1958 
Cc. M. LYNN, 
Notary Public 
(Seal.) 





Chicago's JMorrioon Hotel welcomes... 


NRLODA Exposition 


Nov. 22-—Nov. 25 


46 Floors of magnificently appointed guest 
rooms — in the heart of Chicago’s Loop 


© CHICAGO, ILL. 
JOHN B. GRANDE, Gen. Mar 


CLARK & MADISON STREETS 


WM. HENNING RUBIN, Pres. 


Single Room—One Person 


Twin Beds—Two Persons 


NAME 


MORRISON HOTEL 


Please make the following reservations: 


Double Room—Double Bed—Two Persons 


We Will Endeavor to Fill Reservations as Near Rate Requested as Possible. 





STREET 


Arrival Departure 





CITY 
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EXPOSITION 





Join the thousands of smart retail lumber dealers who, like your- 
self, are on their toes and going places—to the 1958 NRLDA 
Exposition in Chicago! It's your key for keeping pace with one 
of the fastest-growing, fastest-changing industries in America's 
dynamic economy. 

The NRLDA Building Products Exposition is your national 
market place for industry knowledge — of products, grades, meth- 
ods, applications, availability, cost, financing, management. 
Hear outstanding dealers and industry experts discuss— 


@ MERCHANDISING @ NEW PROFITS IN FARM BUSINESS 
to expand your markets e@ HOW TO SELL MORE 

@ BETTER SALESMANSHIP HOME IMPROVEMENTS 

@ WHAT'S AHEAD FOR DEALERS @ MERCHANDISING KITCHENS 


@ PERSONNEL MANAGEMENT @ COMPETING AGAINST 
PACKAGED PREFABS 


Attend the only show in the building materials industry featuring live-action 
demonstrations— 
New developments in Materials Handling 
New markets for Component Construction 
New concepts of Merchandising and Store Planning 


BRAND NEW EXHIBITS! © BRAND NEW PRODUCTS! © BRAND NEW PROFIT OPPORTUNITIES! 


NRLDA EXPOSITION, 302 Ring Bidg., Washington 6, D. C. 


Please send: [—] Information on (1 Exposition Registration forms 
NRLDA-HILTON 
HOLIDAY PACKAGE ([] Hotel Reservation forms 


Name 
Get details of the NRLDA-HILTON HOLIDAY Firm ___ 
PACKAGE covering Exposition Registration, hotel Abbess 


room, meal and entertainment features—ALL at 
one budget price! City 


NATIONAL RETAIL LUMBER DEALERS ASSOCIATION 
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PROGRAM DETAILS 
NRLDA EXPOSITION 





NRLDA’S fifth annual Building Products Exposition 
will be held in Chicago, Saturday through Tuesday, No- 
vember 22-25. 

Convention headquarters is the Conrad Hilton Hotel, 
where breakfast sessions will be held at 8:30. Breakfast 
service will be at 7:30. Product exhibits, demonstrations 
and other meetings will be held in the International Amphi- 
theatre. 

Extensive programs and demonstrations covering vital 
phases of the dealers’ business are scheduled throughout 
the four-day session. 

Special clinics are listed on the subjects of selling home 
improvements; kitchen merchandising; employe relations; 
store layout and display; advertising and promotion; selling 
the farmer 

Dramatic demonstrations in the fields of materials han- 
dling and component building are scheduled daily. Ques- 
tion-and-answer sessions will give dealers an opportunity to 
solve their own store and yard problems. 

The two principal speakers will be Melvin H. Baker, 
board chairman, National Gypsum Co. and Walter Hoad- 
ley, treasurer and chief economist, Armstrong Cork Co. 
Baker will address the kickoff breakfast in the grand ball- 
room of the Conrad Hilton, Saturday, on “Prosperity 
Through Salesmanship.” Hoadley will speak at the Tuesday 
breakfast session at the Hilton on “Look at Tomorrow.” 

Scores of new products will be shown for the first time 
in the 112,000 square-foot Donovan Hall of the Interna- 
tional Amphitheatre. (See separate listing of new products 
scheduled for display.) Over 200 exhibitors and more than 
60 categories of products and services have taken display 
space. 

P Social events include a “Chuck Wagon Party” featuring 
TV star Jack Kelly at the Amphitheatre, Saturday night, 


Chicago is scene of 5th annual 
NRLDA Building Products Exposition, 
Saturday-Tuesday, November 22-25. 
Hilton Hotel (left) on Michigan Ave- 
nue, is the convention headquarters 
and scene of breakfast meeting ses- 
sions. 


5-8 p.m.; NRLDA dinner-dance and entertainment on 
Monday night at the Conrad Hilton; special entertainment 
for ladies Sunday afternoon; fashion luncheon on Monday. 

Below are details of the main convention sessions. High- 
lights of the entire four-day program are listed on adjoin- 
ing pages. 


MATERIALS HANDLING 


(See “Schedule of Events” for day and hour) 


Entire program, according to chairman Leonard Koen- 
en, president, Mayfair Lumber Co., Chicago, will be aimed 
toward giving individual dealer specific information on any 
problem phase of materials handling in his yard. 

“Information Please” is the program theme. Focal point 
will be the Materials Handling Information Center occupy- 
ing a large area within the 60-foot clear-span warehouse 
erected by Pruden Products Co. on the floor of the Amphi- 
theatre. 

Within this warehouse area will be information sub- 
centers, where dealers can talk over their problems with a 
group of experts. There will be information sub-centers on 
storage buildings, yard layout, shipping by rail, covered 
outdoor storage. 

Dealers seeking information are advised to bring pic- 
tures showing present storage methods and buildings and 
general yard layout, inventory lists and other pertinent 
facts, which will help the experts reach a solution. 

Recent materials handling films will be shown continu- 
ously in the Information Center on TV-type projectors. 

Full-scale demonstrations. Dealers will learn how to use 
their fork-lift trucks more effectively, how to supplement 
their fork lifts with other mechanical handling equipment 
and how to get the greatest return on their investment in 
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i (2) Materials Handling 
| “ee 
! Joseph 


11:30 au. in 
1:30 “prereset” Exhibit Hall 


3:30 patie toners ste ore Planning & 
ames M. Newman Merch: Center 
4:30 ee a Exhibit Hall 


5 p.m. Chuck W: Arena 
induetry Reception and Int'l. Amph. 











SUNDAY, NOV. 23 








Time Event Location 
11 a.m. Exposition Hall Opens Int’l. Amph. 
Materials Handling Info. Center M. H. Area 
opens (Subcenter—11 to 2) Exhibit Hall 
“Improving Your Materials Han- Meeting Room 2 
dling”—M. H. Clinin Exhibit Hall 
11:15 a.m. Store Planning Huddle Store Planning & 
Joseph Guillozet Merch. Center 


} 

| Exhibit Hall 

t 11:30 a.m. Component Construction Sales Lu-Re-Co Area 
Huddle (repeated throughout day) Exhibit Hall 


j -Chmn.: Clarence Thompson Int'l. Amph. 
} 12:15 p.m.Store Layout Huddle Store Planning & 
Robert Douglass Merch. Center 


Exhibit Hall 
1:30 p.m. Personnel Management Pro- Int'l. Amph. 


Chmn.: Wm. F. Foley 
Prog. Mgr.: Robert L. Craft 


“Men, Money & Merchandising” Store Planning & 
Huddle Merch. Center 
Richard A. Siegel Exhibit Hall 
| 2:30 p.m. Packaged Remodeling Sales 
| Huddle Exhibit Hall 


F. B. Fitzgibbon 
| Materials Handling Demonstration M.H.Demonstration 
| Area—Rail Siding 
| Exhibit Hall 


i 3:30 p.m. Store Advertising & Sales Store Planning & 
{ Promotion Huddle Merch. Center 
James M. Newman Exhibit Hall 
4:30 p.m. Point of Sale Aids Huddle Exhibit Hall 


Jack Nichols 


TREN 





ing long building materials from single-door box cars, us- 
ing fork trucks with other materials handling equipment; 
unloading unitized lumber from single-door and double- 
door box cars; using new boom attachments for fork 
trucks. 


; mechanical equipment in the daily two-hour demonstra- 
i tion programs at 2:30 p.m. at the indoor rail siding at the 
Amphitheatre. 

ny Fork lift demonstrations will include methods of unload- 
) 

} 
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MONDAY, NOV. 24 








Time Event 
7:30 a.m. Breakfast Meetings iford Room 
Conrad Hilton 
“How to Make Buyers Out of Hotel 
Farmers” 
Saas Richard E. Spelts, Jr. 


ae & Specialty 
Chums, D “i 



















Int'l. Amph. 
Info, Center M. H. Area 
opens (Subcenter re 10-2.) Exhibit Hall 
10:30 a.m. cin. Hecictonions © on Sales 

Huddle (repeated coumment day) 
: Clarence Thompson 
Determining ¥ Your Materials 
—< Costs”-—M. H. Clinic 
= 
















cp Guil 
11:30 a.m. Store Layout Huddle 
Robert Douglass 






Exhibit Hall 





1:30 p.m. “Men, Money & Merchandis- Exhibit Hall 
ing’ huddle 
A. Siegel 
2:30 p.m. Materials Handling Demon- M.H.Demonstration 
stration Area—Rail Siding 
Exhibit Hall 
Packaged Remodeling Sales Hud- 


Store Planning & 
F. B. Fitzgibbon 










J 
‘ 
Merch. Center 
Exhibit Hall 






3:30 p.m. Store Advertising & Sales Store ming & 
tion Huddle Merch. Cente 

James M. Newman Exhibit Hall 

4:30 a, Point of sale aids huddle Exhibit Hall 
ack Nichols 

7 p.m. Fifth peereeers Bali Grand Ballroom 
(NRLDA Dinner ce) Conceal Hilton 
Hote’ 








TUESDAY, NOV. 25 





Location 





Time Event 












7:30 a.m. Breakfast Meetings Williford Room 
“Look at Tomorrow,” Economic Conrad Hilton 
Outlook Program Hotel 






Speaker: Walter Hoadley, treasurer 
& chief economist, Armstrong 
Cork Company 

Chairman: William Stine 

Prog. Mgr.: Donald J. Moe 

“How to Beat the Prefabricator” 

Chairman: T. Merritt Ludwig 

Prog. Mgr.: Charles E. Benson 











10a.m.Exhibit Hall Opens Int'l. Amph 
Materials Handling Info. Center M. H. Area 
opens (Subcenter opens 10-2.) Exhibit Hall 






10:30 a.m. Component Construction Sales Lu-Re-Co Area 
Huddle (repeated throughout day) Exhibit Hall 









-Chmn.: Clarence Thompson Int’l. Amph. 
Store Planning Huddle Store Planning & 
Joseph Guillozet Merch. Center 
Exhibit Hall 
11:15 a.m. Store Layout Huddle Exhibit Hall 






obert Douglass 
Noon “‘Men, Money & Merchandising’ Exhibit Hall 







huddle 
Richard A. Siegel 
12:45 p.m. Packaged Remodeling Sales Exhibit Hall 
Huddle 





F. B. Fitzgibbon 
1 p.m. Materials Handling Demonstration M.H.Demonstration 
Area—Rail Siding 
Exhibit Hall 


1:30 p.m. Advertising & Sales Promo- Store Planning & 








tion huddle, James M. Newman Merch. Center 
Exhibit Hall 
2:15 p.m. Point of Sale Aids Huddle Exhibit Hall 





Jack Nichols 








The new two-foot-wide lumber unit developed by dealer 
J. W. McCracken, Leechburg, Penna. (see American Lum- 
berman, June 9, 1958) and now being used experimentally 
in the industry-wide test shipping program, will be demon- 
strated. 

Unmechanized dealers are invited to attend these ses- 
sions to see how efficient materials handling methods can 










(continued on next page) 
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(continued ) 


EXPOSITION 








Philadelphia. 
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COMPONENT CONSTRUCTION talks are 
scheduled daily with a special panel, 
“How to Beat the Prefaber,’’ at the 
Tuesday breakfast session. 


effect savings through less costly handling and better cus- 
tomer service. 

A special session for unmechanized dealers will be held 
Saturday at 2:30. Basic information on equipment and sav- 
ings will be highlighted by a combination demonstration 
and “talk” session. 

For mechanized dealers, Saturday at the same hour, an 
informal round-table on specific handling problems is 
scheduled. 


COMPONENT CONSTRUCTION 


“How to Beat the Prefabricator” is the topic of the Tues- 
day breakfast session headed by T. Merritt Ludwig, execu- 
tive vice-president, Merritt Lumber Yards, Inc., Reading, 
Penna. 

Sharing the program will be two lumber dealers and two 
builders, who will tell their experiences with conventional 
as well as components in competition against prefabs. 

The lumber dealers are Arthur Ellis, A. E. Dew & Sons 
Lumber Co., Canastota, N. Y. and Ken Lawson, Lawson 
& Company, Inc., Baxter, Ky. Lawson, a former president 
of the Kentucky Retail Lumber Dealers Association, will 
tell how he has beaten prefab competition in his area. 
Ellis has worked with 30 other dealers in his state to com- 
bat prefabs through Lu-Re-Co construction. 

Builders on the program will be Ward W. Hayes, Wy- 
omissing, Penna. and Samuel B. Slaughter, New Richmond 
(Wis.) Construction Co. Hayes will tell how a local lumber 
dealer converted him to component construction and the 
results. Slaughter will describe how component construc- 
tion enabled him to beat prefabers in rehabilitating tor- 
nado-stricken Colfax, Wis. earlier this year. 

“Component Construction Sales” huddles are scheduled 
each morning at the Amphitheatre. Ray Harrell, Lumber 
Dealers Research Council and Clarence Thompson, 
Thompson Lumber Co., Champaign, Ill. are co-chairman. 
All phases of the Lu-Re-Co program will be discussed at 
these sessions with plenty of time for questions and an- 
swers. 

These sessions will be held in the backyard of a life-size 
vacation cabin using the Lu-Re-Co system. A cutaway sec- 
tion will show the component details. 


STORE PLANNING 


The store planning and merchandising center will be 
under the direction of Joseph Guillozet and his staff. 

Morning and afternoon sessions will consider such sub- 
jects as store planning, layout and fixtures; packaged re- 
modeling business; advertising and sales promotion; point- 
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MATERIALS HANDLING DEMONSTRA- 
TIONS will be held daily at the indoor 
rail siding at the Amphitheater. This 


scene was at last year's Exposition, 
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SCORES OF NEW PRODUCTS will be 
shown for the first time. Part of the 
crowd awaiting entrance at the NRLDA 
Exposition, Chicago, 1956. 





of-sale aids; financial management and working capital. 
(See daily program for complete details.) 


SELLING THE FARMER 


“How to Make Buyers Out of Farmers” will be d's 
cussed at a Monday breakfast meeting at the Conrad Hil- 
ton. Richard W. Spelts, Jr., general manager, Spelts of 
Nebraska, is chairman of the meeting. The Spelts organi- 
zation operates 16 yards in the midwest. 

“By knowing when and how best to service his farm cus- 
tomers’ needs,” says Spelts, “the lumber dealer can be an 
important factor in setting in motion a prosperity cycle 
that will be felt throughout the entire economy.” 

A panel of lumber dealers with successful experience in 
farm sales will participate. 


KITCHEN SELLING 


Every angle of merchandising kitchens from the stand- 
point of the small-town dealer, the metropolitan and the 
dealer who sells the builder will be explored in the Mon- 
day morning breakfast session, ““What’s Cooking in Kitch- 
ens. 

Ralph Hurwitz, general manager, Barker-Lubin Co., 
Springfield, Ill. is chairman, assisted by lumber dealer 
kitchen specialists. 

Hurwitz will tell how built-ins can be used to produce 
good leads and how a low-volume item like an electronic 
oven can be used to stimulate store traffic. 

Nationally, over 39% of the lumber dealers now sell the 
complete kitchen package, says Hurwitz. He adds: 

“We are the only outlet completely equipped to sell, de- 
liver and install the kitchen package and more of us are 
coming to appreciate this strategic position.” 


SELLING HOME IMPROVEMENTS 


“Home Improvement and Specialty Selling” is the sub- 
ject of another Monday breakfast session. Duncan S. 
Briggs, Briggs Building Materials, Oneonta, N. Y. will 
head a panel of speakers who will relate their experiences 
in selling “big ticket” packages. 

A Saturday session on “Selling Remodeling Packages” 
will be conducted by a member of the Guillozet staff in 
the Store Merchandising Center at 2:30. 


PERSONNEL MANAGEMENT 


William F. Foley, Belleville Lumber and Supply Co. 
South Bend, Ind. has promised an interesting program on 
personnel management. This is scheduled for Sunday at 
1:30 p.m., Amphitheatre. 













































New Products for 
NRLDA Exposition 


Many new building products will be shown for the first 
time at the NRLDA Exposition, Chicago, November 22- 
Zo; 

Some products have been tried out experimentally in 
limited areas this past year, but most items listed below 
are being shown for the first time. 





Firm Product 





Aluminum Company of America ....Alcoa rain carrying equipment 
Kaiser Aluminum & Chemical Sales, 

Pe Sn Re OS SRR .Diamond Rib patio and residential 
roofing 
Strutwall structural window com- 
ponent 


Rock Island Millwork Co. oo... Bay picture window unit; Alumo- 
wood 


Andersen Corp. 


Combination door and screen units 

Marvin Millwork Co. ...cccccceeeeeeeeees Window units with color-anodized 
screens 

RW. SGU GONG: sccecernsvanecndontacnities Easily installed picture window 
building component 

Libbey-Owens-Ford Glass Co. ..........GlasSeal Thermopane all-glass _ in- 
sulating double window unit 

Farley & Loetscher Mfg. Co. ..........+ Farlofold folding door unit 

New Castle Products, Inc. ..........000 Woodmaster and Crown-Master fo!d- 
ing doors 

Timber Engineering Co. .............000008 Teco Du-Al-Clip framing anchor; im- 
proved design Teco joist hanger 

Weyerhaeuser Sales Co. 4-Square Loc-Wall paneling 

Plywall Products Co. ..........0.. 

United States Plywood Corp. ............ Charter Birch prefinished V-plank 
panel 


veseeeeFive new finishes on plywood 


..Use of color in selling more lumber 
Termibar termite resistant vapor 
barrier 


Western Pine Association 
Bird & Son, Inc. 


..Sliding door-window units bearing 
an “all-time low’ dealer-contractor 
price 


Daryl Products Corp. 00... 


Aretrong Cork Co, ccccessesissssssccvseses Imperial Excelon floor tile; Classic 
Cushiontone acoustical ceiling 

C0 cae i iiiccisecadl Germ-proofing added to Bruce floor 
polish 

SFG IN eeveastc ccctepiaewiadaneesiases Ornamental ironwork 

Kingsford Ornamental Building 

GUCUIOND  vcasucdicadebsstarethenskstonspenelesed Do-It-Yourself ornamental iron rail- 

ings, columns 

NE WINNS RODS. cccsdactecices gevtintiscnall Quik-Bilt clear-span building frames; 

hardware kit for picnic tables, work 

benches 

Imperial line of locksets; new door 

accessories and installation aids 


Kwikset Co. 


Macklanburg-Duncan Co... Double-track sliding and folding 
door hardware to fit 34” and 134” 
doors 

Economical drawer slide; Contem- 
porary cabinet hardware 


Amerock Corp. 


F. H. Lawson Co. Fluorescent bathroom cabinets 


Rte: Cots: simi tered dediredicontenel Multi-fold package for polyethylene 
film; Kodispenser display rack 


I MUD ernscessceceytiveedbirscdkcnoccniivennll Enclosing construction with Visqueen 
Rust-Oleum 
International Chemical Co. 


Corrosion preventive coatings 
Dura Seal 300 wood finish 
Chambers Ranges, Inc. Dual-fuel (gas-electric) range 


Powered Food Center; home inter- 
com and radio system 


Nu-Tone, Inc. 

Valley Craft Products Ezy Tilt pallet truck 

International Harvester 

IE SONG. vicinscchlgiotatiinesvaseciacebinsaas DeWalt Imperial cutting machine 

Ramset Div., Olin Industries, Inc. ....Flite-Check powder-actuated fasten- 
ing tool; Sure-Set do-it-yourself 
fastener tool 


Tractor-mounted fork trucks 





Borden 


PRODUCT 


* ELMERS 


CONTACT 
CEMENT 


NON-FLAMMABLE 





water-based « non-flammable 
THE MOST IMPORTANT 
ADHESIVE DEVELOPMENT 
IN YEARS! 


e no fire hazard—absolutely non-flammable. 
e non-toxic—will not harm skin, no dangerous fumes. 
eno mess—washes off hands and equipment with 
warm, soapy water. 
e economical—same amount goes TWICE as far, 
spreads more evenly. 
e easy to apply—use brush, roller or spray . . . no 
thinning needed. 
e dries fast—tells you when its ready to bond by 
color change. 
e strong bond—holds just as well as 
solvent-type . . . highly heat resistant. 
e new package—more attractive, obvi- 
ously new . . . easier to sell. 
Get your catalog sheet on this sensational new 


yy eons today. It has complete price list and stock 
J 


numbers for easy ordering. Write The Borden 
<a Chemical Company, Consumer Products 
Dept. AL-108, 350 Madison 


Avenue, New York 17,N.Y. 
Pn 
Bordens Products 
% 
eet if It's Fordens 


HOME HANDYMAN It's Got To Be Good! 


& © Borden Co. 


4 7* lai 
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| Aluminum that enadie you 


to offer a complete selection of aluminum 





for the handy homeowner ! 


Storm Window Components 
Everything your customer needs to make full-length 
or two-piece storm windows: 6 ft. and 8 ft. aluminum 
frame sections complete with glazing channel, splicer 
for most economical cuts, corner locks that “snap in’’, 
and hanging hardware. Free, easy-to-follow assembly 
instructions for your customers’ guidance are furnish- 
ed to you by Reynolds at no charge. 


by the 


makers of 


Reynolds Wrap 


/ 


i ) — 


Watch Reynolds New TV Shows.. 


1958, AMERICAN LUMBERMAN AND BU/LDING PRODUCTS MERCHANDISER 


Sliding Door Track Sets 
Wherever the home craftsman plans sliding doors, 
there is a sale for this profit-maker. Glass, Masonite, 
plywood all fit—and glide—perfectly in the smooth, 
preformed !, or 4 inch channels available in 6 ft. 
lengths. There is also a special Sliding Door Track 
set for extra large doors. 


Other Reynolds Do-It-Yourself Aluminum 
Items include aluminum sheet in 7 patterns, screen 
components, tubing and tubing fittings, bar, angle, 
rod and 15 different types of aluminum fasteners. 

Take advantage of the big swing to aluminum, the 
modern miracle metal. It’s the choice today for home 
maintenance and improvement because lightweight 
aluminum is strong, rust-free, won’t rot or warp, 
never needs painting. No special tools are required. 
teynolds backs you up with complete sales aids 
free Project Sheets, literature, timely rack display 
cards and other materials. 

For details, check your Reynolds Distributor or 
write: Reynolds Metals Company, 6601 West Broad 
Street, Richmond 18, Virginia. 


“WALT DISNEY PRESENTS” and “ALL-STAR GOLF”... Every Week on ABC-TV 
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MANAGER JIM CLINE shows one of the un- CUSTOMERS BUY prefinished plywood from king-size samples identified and 


attached elements of the portable display. 


HOME MAGAZINE published by Ameri- 
can Lumberman is another selling tool 
in the Center to stimulate home improve- 
ments. 


CEILING TILE SELECTION is made easy. 
Customers can see exactly what an in- 
stalled ceiling will look like with a sam- 
ple of their choice. 


price-marked. When not on the road, exhibit is part of lumberyard store. 


Dealer ‘‘hits the road’’ with—— 


Mobile Exhibit 


A portable showroom which is built in easy-to-erect sec- 
tions solves the display problem at county fairs, home 
shows, etc., for Erb Lumber Co., Royal Oak, Mich. As an 
example of the exhibit’s sales power, more than 1,000 feet 
of pre-finished plywood was sold in a single day at one 
recent home show. 

Erected on location by four men in 30 minutes, the ex- 
hibit shows how related materials will look installed. It in- 
cludes 20 panels of pre-finished plywood, each marked as 
to specie and price; a simulated ceiling, which displays six 
types of decorative and sound-conditioning tile; full-size 
millwork samples and a complete kitchen. 

Overall size of the exhibit is 28’x10’. It is 8’ high. When 
not on the road, it forms an integral part of Erb’s modern- 
ization center in the lumberyard store. 

“The portable modernization display has helped us level 
out our sales curve,” said manager Jim Cline. “It was a 
big factor in selling a record-breaking 15,000 feet of pre- 
finished plywood in 90 days. Our spring and summer vol- 
ume on that line is now about as good as in the fall and 
winter.” 


KITCHEN is part of 
modernization dis- 
play. Even a win- 
dow is included to 
simulate actual 
home conditions. 








Give your customers the siding that is armored . . . against weather . . . against checking or splitting 
. . . against painting problems. Simpson Medium-Density Overlaid Plywood offers all this and 
installation cost saving, too. Large, easy-to-handle sheets go up faster, use fewer nails, need less 
cutting and bracing and practically eliminate waste. The tough, grain-free surface needs no prepara- 
tion . . . two coats of paint do the work of three . . . and last years longer. The bonded overlay 
resists damaging moisture penetration that causes blisters and warping. Protect your customers all 
ways with Simpson Overlaid Plywood, the finest siding material ever developed. 


4 Better results... Faster application . . . Less cost. 
RELY ON 


OVERLAID PLYWOOD 


PLYWOOD 


How to save 30% on installation and finishing costs, write: 


Simpson Logging Company, Plywood & Door Products, 2301 N. Columbia Boulevard, 
‘ \ Room 702-K, Portland 17, Oregon: Regional Offices in New York, Cleveland, 
PD-84 A ‘ Minneapolis, Chicago, Denver, Memphis, Dallas, Los Angeles, Seattle, and Portland 


SIMPSON 
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NOTHING SUCCEEDS 
LIKE A GREEN THUMB... 


and the Green Thumb way of 
merchandising garden tools 





Build your next Spring’s garden center 
around the selling magic of the Green 


Thumb. FOR EXTRA PROFIT, ORDER NOW 
Mass displayed in this mobile island 

merchandiser, or on your wall, Green Get full advantage of our 5% early 

Thumb puts a complete self-service offer- order discount by ordering Spring 

ing of the most popular lawn and garden needs now. You can’t lose. Price pro- 

tools ready to your customers’ hands— tection, up or down, is guaranteed. 

brand named for gardening success, color inctude your Green Thumb Tes! Isiend, 


styled for gardeners’ taste, pre-sold by 


> ae Te complete as shown, and get extra dis- 
years of advertising to America’s gardened » s : 


homes count on both tools and Island. Order 
a from your Green Thumb wholesaler. 


THE UNION FORK & HOE COMPANY 








Columbus 15, Ohio 
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Remodeling Clinic 
on Air Brings 
Added Business 


A radio question-answer program 
is stimulating home improvement 
business for Western Massachusetts 
Building Supply, Inc., Westfield, 
Mass. 


Four months ago, the firm stopped 
its newspaper advertising and signed 
a year’s contract for a weekly 30- 
minute program. Anyone in the audi- 
ence was invited to telephone in their 
remodeling problem with the promise 
of a solution to be discussed over the 
air. 

[he program, broadcast over West- 
field’s 1,000-watt transmitter WDEW, 
costs $35 weekly on an annual basis if 
the broadcast originates from the 
salesroom, $27 from the studio. 

If partner Roy Parker has a special 
to promote, he will broadcast from 
the store. 


The first program took some prim- 
ing. Typical remodeling questions 
were discussed and answers given. 
Brand-name building materials avail- 
able at Western Mass. are specified in 
discussing products needed for the 
job. 

“We found that about 90% of our 
audience was women,” said Parker, 
who shifted the broadcast from busy 
Saturday mornings to Friday morn- 
ings. 

“The men may complete the proj- 
ects,” he says, “but the women dig 
out the ideas and see they are acted 
on and then paid for.” 

One job has led to another. One 
woman wanted a shower in her bath- 
room, utilizing an old-fashioned tub. 
Parker told how it might be done over 
the air. Ten minutes after the program 
ended, another woman came into the 
salesroom with a similar problem. 


Parker talked her into a complete 
remodeling job—a $529 sale. The fol- 
lowing week a $450 bathroom sale 
went through. The program is also 
credited with the sale of three prefab- 
ricated fireplaces. 

Labor on these jobs is turned over 
to contractor customers. Prefinished 
hardboard, floor and ceiling tile are 
high on the list of materials sold. 
Louvered doors for linen closets 
have also sold well. 


Tells Expansion Plans 

U. S. Aluminum Siding Corp., 
Franklin Park, Ill., manufacturer of 
KoverLum aluminum siding, an- 
nounces plans for a new, completely 
modern factory integrated for the 
manufacturing and distribution of sid- 
ing. The new plant will occupy three 
times the space of its present facil- 
ities. 
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RELY ON 


Simpson 


REDWOOD 


compare 


THE INSULATION VALUE OF REDWOOD 


... One inch thickness of Simpson Kiln Dried Redwood 
gives insulation equal to 6.3 inch thickness of brick, 9.5 inch 
thickness of cement block or 15.0 inch thickness of con- 
crete! This exceptional insulation value is due to Redwood’s 
low density fibers and millions of air-filled cells. 


The low cost of Redwood offers your customers far more 
for their money when they use Simpson Certified Kiln Dried 
Redwood Siding. 


Simpson Redwood is easy to work, takes and holds paint 
or stains better, lasts longer . . . and its resistance to termites 
and decay is truly remarkable. Discover how economical 
Simpson Redwood fits your customer needs . . . contact 
your Lumber Distributor or write: 


SIMPSON REDWe9D COMPANY 
P.O. BOX 127, ARCATA, CALIFORNIA 


Regional Offices located in New York, Chicago, Cleveland, 
Kansas City, Dallas, Atlanta 
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Going After HOME IMPROVEMENT Sales? 


e Ideas for Ads 


e Complete Layouts 


e High quality illustrations 


ADservice, produced by American Lumberman, has unique flex- 
ibility. If you promote remodeling, illustrations are offered on all 
big ticket packages. And when a multi-item ad is planned you 
have your choice of hundreds of product mats. 

There are now 34 mat pages available. Each page sells for $3.95, 
less in quantities, and you get a large heading illustration and from 
six to seven smaller illustrations on every page. With each page, 


we also provide suggested layouts and copy. 


Package 2 


Theme and Project 
Illustrations 

Add-a-room (exterior) 
Add-a-room (interior) ..... waitin 2 
Add-a-room (sketches) 

Attic room 

Christmas, headline illus 


Entrance, before-after 
Family-recreation room .. 


Garages 
Garage converted to room. 
Get ready for winter 


Home improvement 
(composite) 


Insulation 


Modernization Magic 

Money to loan................ 
Outdoor living 

Paneled room 

Planning help . 

Plywood 

Roofing .... 

Screened porch .................0+-+- 
Warehouse sale 


American Lumberman 
59 E. Monroe St. 
Chicago 3, Ill. 


(Circle pages desired) 


Package 1 
1 


pages @ $3.95 


entire package $82.50 


Package 2 
23, 24, 25, 26, 27, 2, 
29, 30, 31, 32, 33, 34 


pages @ $3.95 
entire package $44.90 


Catalog Send free catalog 1 


m 3; 4, S, 6, 7, 6, 9, 10, 11, 12, 13, 
14, 15, 16, 17, 18, 19, 20, 21, 22 





Products and 

Applications 

Acoustical tile 

Awning, window .. 

Caulking 

Christmas patterns 
Combination doors .... 
Combination window 

Counter top 

Doors, interior .... 

Fan, kitchen 

Fence, picket 

Floor tile 

Hardboard, perforated .. 
Insulation, blanket .... # 
Insulation, pouring rd 
Kitchen cabinets .................. 23, 26 
Louvered shutters, interior.... 34 
Lumber, piece-price ... - OF 
Paint, exterior . 

Paint, interior .... 

Ping pong table.. 

Plywood 

















| americon tenionnns 


| ADservice 


—_, i) 
Wall Tile MAT NO 28) 





Kitchen Cabinets 


MAT NO. 280 








Roof cement 

Roofing, shingles ... 
Storm sash 

Table legs .. 

Tools, hand ........... 
Train table, plywood... 
Wall tile 

Weatherstrip . 
Wrought iron railing.... 


Package 1 


Theme and Project Mat 
lilustrations Page No. 


Add-a-room 8 
Attic Rooms 2, 12 


Christmas, general 

Christmas, recreation room 
Christmas, tools . 

Fencing 

Garage selection 

Hardware 

Home workshop, tools 

Home improvement for interiors 
Insulation 


Kitchen remodeling 


Porch or breezeway 
Recreation rooms 


Spring check-up 


Products and 

Applications 

Adjustable post 

Blanket insulation 

Caulking gun 

Cedar closet lining 

Ceiling tile, insulating . 
Ceiling tile, acoustical ............... 
Concrete mix 


plastic laminates. If your ad 
would be picked up from other 
kitchen fans; No. 32 floor tile; 
material on kitchen cabinets. 


Cornice, plywood 
Counter top 
Cutting board 


Doors, combination 
Doors, flush 

Doors, folding 
Doors, interior 
Doors, louver 
Doors, screen 


Fence, ornamental 
Fence, pickets 

Fence, posts 

Fence, wood and wire 
Floor tile 

Flooring, hardwood 


Garages 

Garage doors 

Glass block 

Gutter and downspout 


Hardboard, perforated 
Hardboard, wall tile 
Hardware. builders’ 
Hose, garden 


Insulating plank 
Insulating siding 
Insulation, blankets 
Insulation, pouring 
Jalousie 

Kitchen cabinets 
Knotty pine 
Ladders 

Lumber 

Medicine cabinets ......... 
Mortar mix 


TYPICAL MAT page is shown above. Mat 26 includes a heading 
illustration in three sizes and product cuts for wall tile and 


called for other products, they 
mat pages. For example: No. 34, 
No. 10 or No. 23 for additional 


13 


. 22 


16 
22 


Paint brushes 

Paint, exterior 

Paint, interior 

Paint, masonry 
Paint, roller and tray 
Ping pong table 
Plywood 


yw 
Plywood built-ins 
Plywood handy panels 
Plywood paneling 
Plywood train base 
Posts, fence 


Roof coating 
Roofing, roll 
Roofing, shingles 


Screen doors 
Screen, window 
Screen, roll 
Shelving lumber 
Shingles, asphalt 
Shingles, wood 
Siding, wood 
Stairs, disappearing 
Storm sash 


Tools, garden 
Tools, hand 
Tools, power 
Trellis . 


Wallboard 

Wall tile 
Weatherstrip 
Windows 

Wood mouldings 
Wood paneling 
Wood siding 
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FINER LUMBER 


THROUGH AUTOMATIC 


OZAN lumber long has been famous for its quality. Ozan lumber 

is finer today than ever before . . . thanks to automation. 

Ozan lumber is now being produced by one of the nation’s first 
fully-automated sawmills. Lumber from this amazing mill— 

(it’s the talk of the industry)—is unequalled for uniform straightness, 
selective cutting and precise milling. And, as always, 

Ozan lumber is DRY! Ozan is proud to offer a finer product... 
manufactured in its brand-new $1 ¥2-million electronically-controlled ‘py. 
“push-button” mill. Try a load of OZAN lumber— 

you'll appreciate the difference! 





MAJOR WINDOW DISPLAY of 
fireplace accessories around 
Christmas help boost sales at 
this season. 


New Jersey dealer finds 


HIGHER-PRICED SCREENS are place within easy seeing and reaching 
range, lower-priced screens up higher. 


Fireplace Equipment Good Sideline 


Wide variety of accessories, attractive displays, helps dealer 


average $7,000 in sales annually. 


Close to $7,000 worth of fireplace 
fixtures are sold annually by the Joffee 
Lumber and Supply Co., Vineland, 
N. J. 

“If you want to do a real job of sell- 
ing fireplace equipment, you must have 
a large display or your sales will be 
very small,” advises Walter B. Bakov- 


sky, hardware department manager. 

Bakovsky’s stock is so extensive that 
customers come from a considerable 
distance to make their selection. By 
showing a large variety of accessories, 
says Bakovsky, customers remember 
your store when they are in the market 
for an item. 


aad 


DIFFERENT DESIGNS and patterns of andirons are explained to 
customer by hardware department manager Bakovsky. 


“We display several thousand dollars 
worth of this merchandise in a special 
concentrated display area in our show- 
room where customers can see it the 
year around,” he adds. 

“Although our heaviest sales run 
from September to the middle of 
March, we do a sizeable sales vol- 
ume during the balance of the year.” 

Wide variety. Accessories include 
complete lines of screens and irons; 
buckets, tool sets, artificial fireplaces, 
fire lighters, grates, color fire; bellows, 
gas and electric fire logs. 

The accessories come in brass, cop- 
per, wrought iron, driftwood, swedish 
iron, antique copper and brass finishes. 

“Many customers do not have a fire- 
place in their home, but are so attract- 
ed by the fireplace fixtures that we 
sell them artificial fireplaces,” says 
Bakovsky. 

Home remodeling and replacement 
business makes up a sizeable portion of 
the firm’s overall sales volume. Bakov- 
sky has found that many customers de- 
cide to change the style of their fire- 
place equipment after several years of 
use. 

The firm’s newspaper advertising 
features fireplace accessories as 
Christmas, wedding and housewarm 
ing gifts. Sixty dollars is the most 
popular price range for a three-piece 
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fireplace set. This includes a screen, 
tool set and set of andirons. 

“We usually let customers examine 
a set or individual items in the price 
bracket in which they seem interested,” 
says Bakovsky. “Then we show them 
the higher quality lines and let them 
make their own choice. We point out 
the different types of heads and tips 
and how they match other decorative 
merchandise in the department. This is 
very helpful in selling the value of a 
higher quality item. Even if a customer 
buys only one item in the line, the 
chances are that he will return later 
to buy matching items. 

Step-up displays. The accessories are 
displayed on step-up shelves, 12’ wide, 
which show the merchandise to best 
advantage in the window and also to 
in-store shoppers. Merchandise can be 
removed from the front and rear of the 
display, as necessary. 

During the off-season months, the 
accessories are wrapped in cellophane 
for protection against insect specks or 
dust. Brass, in particular, shows stains. 

A simulated fireplace area has been 
created in the store so that every item 
can be shown as it would be used in the 
home. Screens are the most popular 
item, the top quality being placed on 
the lower level so they can be more 
easily reached and inspected by the 
customer. Lower-priced screens are on 
the higher shelves. 

“It doesn’t take much salesmanship 
to sell the higher quality fixtures,” 
claims Bakovsky. “All we do is point 
out the features of each and let the 
customer see the difference himself.” 


Report Tells What Buyers 
Want in New Homes 





A national survey report on “What 
Home Buyers are Looking for in New 
Homes” is now available from The Amer- 
ican Home, announces Archa O. Knowl- 
ton, vice-president and marketing director 
of the magazine. The survey of findings is 
based on a response from 10,000 of the 
magazine’s readers and compiled by 
Housing Securities, Inc. In it are six dis- 
tinct trends showing what Mr. and Mrs. 
Home Buyer are seeking: 

1. A home planned to facilitate the 
housewife’s work as much as possible. 

2. A home large enough to meet the 
family’s needs. 

3. Adequate entertaining and recrea- 
tional areas. 

4. More closet and storage space. 

5. Designs that are flexible, expansible 
and long lasting. 

6. Brand name quality products. 

The report reveals that home buyers 
increasingly demand privacy inside and 
outside the home. This desire for more 
privacy stems from two concurrent trends 
—a continuous increase in the size of 
families and the large variety of recreation 
activities. 

A copy of the survey report may be 
obtained by writing The American Home, 
Dept. AL, 300 Park Ave., New York 22, 
N.Y; 
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SLIDING 
DOOR 
HARDWARE 


SOURCE 
for FOUR Complete Lines 


Now all these fine old familiar lines 
are under one roof, at one address, 
Send one order. Receive one in- 
voice. Check one inventory. 
Get more satisfaction at 
» SAFE ... since 1849. | 













































BUILDERS 
HARDWARE 





SCREEN AND SHELF 
HARDWARE 


NIGHT 
LATCHES 


% 




































Order from your jobber. 


PADLOCK AND HARDWARE COMPANY ¢« LANCASTER, penna.} 
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AETNA PLYWOOD AND 
VENEER COMPANY 
Cl igo + Peorias Etkhart 

Ave ie Val-¥elel itm a selen aielae| 

MILWAUKEE PLYWOOD CO 

Milwaukee +Weausau 
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your biggest 







-your fastest 


selling line 
of 


Red Devil Tools. 


UNION, N. J., 


U.S.A. 
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Changes Shape of Glass Blocks 


Developed to allow greater design 
freedom, a new, slim rectangular block 
is said to represent the first change in 
the shape of glass blocks in two decades. 
The block, called the 4” x 12”, has a 
new, subtle design with an acid-etched 
appearance on its inner faces. The outer 
faces are smooth. In addition to the 
plain block, it is available with a white 
fibrous glass insert; with blue-green Sun- 
trol insert, and in all PC colors. The 
new shape, which is based on the 4” 
module, may be used in combination 
with the company’s standard 12”, 8” and 
6” square blocks. Pittsburgh Corning 
Corp., Dept. AL, 1 Gateway Center, 
Pittsburgh 22, Penna. 

Circle No. 201 on Coupon, page 120 


Introduces New Carpet Tones 


A new pattern in Azrock asphalt tile, 
to be known as Carpet Tones, gives a 
textured effect closely simulating the ap- 
pearance of carpeting. Initially, four 
numbers will be manufactured. They are: 
K-581, Pebble Beach, brown and white 
textured effect on tan: K-582, Exmoor, 
gray and white on green; K-584, St. 
Andrews, pink, brown and white on gray; 


K-587, Gleneagle, russet, green and 
white on gray. Azrock Carpet Tones will 
be available in 4%” thickness, 9” x 9” 
size. Azrock Products Div., Uvalde Rock 
Asphalt Co., Dept. AL, Box 531, San 
Antonio, Texas. 

Circle No. 202 on Coupon, page 120 


Prevents Clogged Gutters 


Complete coverage of full length of 
gutters with low-cost, easy-to-install Steel- 
co Gutter Screen is sure prevention 
against clogged gutters, downspouts, dry 
wells and ends hazardous ladder climb- 
ing to clean gutters several times a year, 
it is said. It comes in 3’ sections, in 
several widths, to fit all types of wood 
and metal gutters. It's made of special 
galvanized, ust-resistant wire mesh, 
bound on both sides with Armco Zinc- 
grip steel edging. One side is slipped 
under roof shingles; other side attaches 
to outer edge of gutter with built-in 
patented fastening clamps. Sloping instal- 
lation is said to make it self-shedding. 
Meridian Products Co., Dept. AL, 366 
Madison Ave., New York 17. 
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Rain-Vert Downspout Diverter 


Rain-Vert will disperse excess water 
from sudden downpours through the 24 
surge holes on top in addition to the 
hose connections without any damage to 
property or build up of water in the 
downspout, says maker. It slips on easily 
over the end of the downspout; it allows 





All-Aluminum Ladder 


A special feature available 


Griffin-Grip Hinge 


New easy-to-install Grif- 


free flow through hose connections and 
it removes in seconds for easy cleaning. 
A reservoir for leaves, dirt and other 
matter is provided in closed end below 
connections. Uses of Rain-Vert include: 
storage of rainwater, irrigation of basic 
planting under long roof overhangs, pro- 
tection from undermined walks and 
drives, etc. Rain-Vert is made with stand- 
ard galvanized downspout material and 
is available in standard round or square 
The Rain-Vert Co., Dept. AL, 18055 
James Couzens Hwy., Detroit 35, Mich 
Circle No. 204 on Coupon, poge 120 


Fiberglass Job-Site Hut 


Trade-named the Kemhut, a_ 10’ 
wide, 12’ long, 7’ high job-site building 
made of fiberglass reinforced translucent 
plastic panels is designed for use as a 
construction job office, a tool crib or 
equipment storage. The Kemhut comes 
ready to assemble, in a_ package 
7’ x 4’ x 6”, complete with precut 
panels, ventilating louver, hinged door, 
aluminum angles, fastenings and hard- 
ware. When erected, it is lightweight and 
easily transported on a flat-bed truck. 


(continued on page 94) 


on Kenworth all-aluminum 
ladders is the Dielectric Bar- 
rier providing protection 
against electrical contact. 
Easily handled by one man, 
the ladders are available in 
almost any length and width. 
Kenworth Mfg., Dept. AL, 
12300 W. Lisbon, Milwau- 
kee 16. 

Circle No. 205 on Coupon, page 120 
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fin-Grip Hinge is announced. 
The hardened steel ball in 
this hinge is locked into the 
groove in the hinge pin, ef- 
fectively securing outward- 
swinging doors against tam- 
pering and removal. Griffin 
Mfg. Co., Dept. AL, Erie, 
Penna. 
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What’s new in packaged lumber? 


Signode’s Unloading Chart is new. We hope you've seen it, and are using it. 
In case you haven’t seen it, here’s a description: 
The 17”x22” chart (SPD-181) was prepared by Signode to 
assist the NRLDA-NMaA lumber packaging program. With 
UNLOADING < x 2 ae == OE /\ 4 one chart tacked on each side of a lumber load, yard crews 
ee — all have authoritative instructions available for unloading 
packaged lumber when they open the car doors. 

Also, to assist unloading crews in planning their work, 
a table giving the weights of NRLDA recommended 48"x 
32” packages for the 10 most common species in 7 lengths 
from 8’ to 20’ has been included. 

Twenty-two illustrations are used showing what equip- 
ment to use and how to use it in unloading lumber pack- 
ages. Smaller yards with only a single fork truck will find 
alternative means for moving stacks of lumber while the 
truck is busy elsewhere. 

Charts are available upon request to shippers and re- 
ceivers of packaged lumber. 

The Fowler Loader is new. 
This loader promises to solve many of the problems con- 
nected with loading and unloading packaged lumber. 

The Fowler Loader fits over standard forks on a lift 
truck, bolts or hooks to the truck mast, has a self-centering 
swinging boom long enough to set a lumber package in the 
far corner of the car while the lift truck remains outside. 
Capacity ranges up to 4000 lbs., depending upon the 
capacity of the truck. 

Signode is now working with interested mills and yards 
to find out how many answers it does offer. If you are 
interested in this program, let us hear from you. 





LUMBER 





























SIGNODE STEEL STRAPPING CO. 
2605 N. Western Avenue, Chicago 47, lilinois 
Offices Coast to Coast. Foreign Subsidiaries and Distributors World-Wide 


First in steel strapping In Canada: Canadian Steel Strapping Co., Ltd., Montreal « Toronto 
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It may be staked to the ground like a 
tent or secured to a perimeter of wood 
2 x 4s. If more permanent installation is 
desired, it may be bolted to a founda- 
tion. Kemlite Corp., Dept. AL, 101 N. 
Republic Ave., Joliet, Ill. 


Circle No. 207 on Coupon, page 120 


Low-Cost Lumenated Ceiling 


A new, low-cost Lumenated Ceiling 
diffuses light uniformly from wall to 
wall without glare, shadows or high spots, 
says maker. It streamlines the ceiling by 
concealing pipes, air-conditioning ducts, 
conduits, sprinkler heads, etc. Yet, each 


utility is easily accessible for maintenance. 
The Lumenated Ceiling consists of con- 
tinuous rows of corrugated vinyl plastic 
sheets supported by an aluminum frame- 
work beneath a structural ceiling. The 
flexibility of the design permits simple 
installation in either new or reraodeled 
interiors. The framework which supports 
the ceiling material is of all-metal con- 
struction, light in weight and rapidly 
assembled. John J. Fannon Co., Dept. 
AL, 3000 E. Woodbridge St., Detroit 7, 
Mich 


Circle No. 208 on Coupon, page 120 


Low-Priced Door Wins Customers 

The enthusiastic reception of a new 
low-priced door by homeowners has led 
to 20,000 of the units being manufac- 





~ RENT PAYERS 


Adjustable Closet Rods 


Ps 


Storm Window 
Ventilators 


You, too, can “pay the rent” with steady, profitable sales 


of these popular time and trouble savers. Like all other 
Leigh building products, each is styled to please, built to 


last, priced to sell in a hurry. 


Every home now being built or modernized in your area 
will need these particular Leigh products in the weeks just 
ahead. Your jobber is stocked to deliver — call him now! 


FREE CATALOG of all profit-building Leigh products, 


Ask your jobber or write to us. 


LEIGH BUILDING PRODUCTS 


Division of Air Control Products, Inc. 


1858 Lee Street 


In Canada: LEIGH METAL PRODUCTS LTD. 72 York St., London, Ontario 


oa 


de 
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Sliding Towel Racks - 


Adjustable 
Shelf 
Supports 
Metal 
Access 
Doors 





Built-in Shoe Racks 


GH 


Coopersville, Michigan 


BUILDING PRODUCTS 
Awnings & Canopies Aristocrat Mail Boxes 
Closet Accessories Full-Vu Bi-fold Doors 
Outdoor Accessories Ventilators 
a Range Hoods 

Folding & Sliding Door Hardware 





tured each month by F. C. Russell Co. 
Merchandised both under the name of 
Rusco and private-branded under the 
name Ivanhoe, the combination screen- 
and-storm door is made of specially- 
treated metal with zinc coating, then 
bonderized with a baked-on enamel fin- 
ish. Available in white and 13 decorator 
colors, the door is being produced in 
standard sizes. It has a big, one-piece 
picture window that may be removed 
during the summer to make use of a 
Fiberglas screen. The door is easily in- 
stalled by a homeowner, says maker. 
The F. C. Russell Co., Dept. AL, Co- 
lumbiana, Ohio. 
Circle No. 209 on Coupon, page 120 


Glass Felt for Built-Up Roofing 


A combination of Perma Ply glass 
felt and asphalt is providing roofers for 
the first time with a non-rotting, mono- 
lithic roof, claims manufacturer. Nearly 
19 miles of glass felt—in 180’ rolls, 
3’ wide—are being turned out daily to 
meet an ever-increasing demand from 
roofers for the new material, it is said. 
Hot moppings of bitumen soak through 
the porous Perma Ply sheet of fibrous 
glass to make a single-layered roof, 
which resists cracking and blisters, as- 
sures long life and guarantees low main- 
tenance, says maker. Perma Ply, on 
mopping, becomes an integral part of 
the bitumen, the strong glass fibers re- 
inforcing the bitumen. Owens-Corning 
Fiberglas Corp., Dept. AL, 608 Madi- 
son Ave., Toledo 1, Ohio. 

Circle No. 210 on Coupon, page 120 
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CALL YOUR ATKIN 


S WHOLESALER FOR 


COUNT ON HIS COOPERATION FOR 


@ Your Atkins wholesaler can do a lot more than 
give you a fine selection of quality cutting equip- 
ment. He knows a lot about saws—but more im- 
portant, he knows a lot about sales. 

Your Atkins wholesaler salesman has a fine 
background—knowledge, training and experience 
with saws and saw uses. On top of that, he has the 
merchandising experience—and he knows saw 
users—to help you increase your sales. Ask him 


for advice on window and counter displays. Let 





(1) No. 65 Perfection hand saw. (2) No. 75 Jun- 
ior Mechanic. (3) No. 2 back saw. (4) No. 25 
dovetail saw. (5) No. 20 curved pruner. (6) No. 
37 combination saw. (7) No. 36 nest of saws. 
(8) No. 38 compass saw. (9) No. 9 compass saw. 
(10) No. 50 coping saw. (11) Silver Steel files. 
(12) A-3 hacksaw blade assortment. 











EE RR LET eae 
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him tell you how others have set up saw displays. 
Follow his suggestions on combination sales and 


special seasonal promotions—watch your saw vol- 


ume climb. 


Depend on your Atkins wholesaler for merchan- 


dising and sales help. And standardize with his 


Silver Steel line for complete coverage, 


repeat business and customer goodwill. 





[= 
ALWAYS SELL S: 
ATKINS 
—A CUT ABOVE 


THE REST! 





EXPORT: Borg-Warner International, 36 S. Wabash Ave., Chicago 3, Ili. 


**Sharpie” is a Trade Mark of Borg-Warner Corporation 


fast sales, 


ls 


ATKINS SAW DIVISION 


BORG-WARNER CORPORATION 
INDIANAPOLIS 9, INDIANA 


BRANCHES: Chattanooga + Philadelphia 
Chicago » Los Angeles + Portland, Oregon 


AR Er RES PN eS OE, 
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“Packaged Ry 
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EASY TO DISPLAY 
IN BIN OR ON 
PERFORATED 
BOARD 


* ELIMINATE 
Loose-piece losses. 
Time losses. 


OFFER 

Easier selling. 
Greater convenience. 
Improved appearance. 
Maximum protection. 


ORDER FROM YOUR WHOLESALER 


BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 


“One good turn (buckle) deserves another” 
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Glide-Out-Shelf Aids Housewife 


Called Glide-Out-Shelf, a new, attrac- 
tive shelf glides out easily to bring 
canned goods, bottles, packages and 
household items out of the hidden re- 
cesses of the kitchen counter cabinets 
into the open, right at the homemaker’s 
fingertips. This heavy gauge, chromed 
Glide-Out-Shelf installs easily into any 
kitchen cabinet, converting dead storage 
areas into easy to reach, easy to find 
pull-out bins. Four screws secure this 
wire shelf into any type of cabinet— 
even in a space as small as 10” x 212”. 
Dormetco, Inc., Dept. AL, 8915 Ellis 
Ave., Los Angeles 34, Calif. 

Circle No. 211 on Coupon, page 120 


Introduces Tessera Series 


Tessera, a new design series in Arm- 
strong’s Vinyl Corlon, combines a heavy 
vinyl wearing surface with the compa- 
ny’s moisture-resistant Hydrocord back- 
ing. Its wearing surface is formed of tiny 
tiles. These cubes, while standing out 
individually in the design, are imbedded 
in vinyl and surrounded with vinyl grout. 
It is made in heavy (.090”) gauge, in 
sheet form 6’ wide, and it is available 
in seven tone-on-tone colorings. Tessera 
Vinyl Corlon is suitable for installation 
in basements and other below-grade 
areas as well as on suspended and on- 
grade subfloors, says maker, who rec- 
ommends it for use in both commercial 
and residential interiors. Armstrong Cork 
Co., Dept. AL, Lancaster, Penna. 

Circle No. 212 on Coupon, page 120 


Water-Repelient Block Fill 

Introduction of a patented water-re- 
pellent insulating material for block and 
cavity wall construction is announced by 
Zonolite Co. Known as Zonolite Water- 
Repellent Block & Cavity Fill Insulation, 
the new product is said to be specially 
treated and processed to resist moisture 
penetration. Reductions up to 50% in 
heat transfer through masonry walls have 
been accomplished when cores are filled 
with the material, it is said. A_ free- 
flowing mineral, water-repellent vermi- 
culite can be easily poured from the bag 
into block cores. A complete block wall 
can be erected, then insulated, without 
any bridging taking place, according to 
Zonolite Co., Dept. AL, 135 S. La Salle 
St., Chicago 3, Il. 


Circle No. 213 on Coupon, page 120 


Plastic Sealing the Easy Way 

A new style of packaging enables a 
worker to apply Corrumastic to lapping 
plastic panels with ease and speed, says 


_ maker. The clear mastic seals plastic to 


plastic or plastic to other building ma- 
terials, it is said. The dispenser gives 
double coverage with no waste. Area to 
be sealed is wiped clean of all dust and 
powder. The tip of the dispenser is cut 
and a layer of mastic about 4” deep is 
applied to the underside of the first 
covering corrugation. Panels are then as- 
sembled while the mastic is tacky. When 
the dispenser is not in use, the tube tip 
is clamped to prevent extrusion. Corru- 
lux Div., L-O-F Glass Fibers Co., Dept. 
AL, 1810 Madison Ave., Toledo 1, Ohio. 
Circle No. 214 on Coupon, page 120 


Two New Types of Block Flooring 


A new type of block flooring just an- 
nounced by Wood-Mosaic Corp. is a 
lightweight prefinished laminated block 
priced to compete with many resilient 
materials and ideally suited to the large 


(continued on page 98) 


October 13, 1958, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 














Doors hang in seconds! Slip bottom door-socket over jamb pivot. Push 
top socket toward center of track. Tilt door, insert top pivot and guide. 
Door slides easily into position — ready for adjustment with wrench, 
supplied in every bi-fold set. 











Simple door adjust t. Tighten or loosen single nut on top socket and 
bottom jamb pivot. Doors can be adjusted from either side, even when 
fully closed. Eliminates old “repeated adjustment” routine. And doors 


fit closer to jamb! 


Doors can’t fall out of track. New suspended guide won't let them — 
no matter how out of square they may be. Rubber snugger and stop 
eliminate door play, rattles. Nylon pivots and guides provide reaily quiet 
operation, long dependable service. 











To remove doors, loosen just one nut on top track socket. Slide toward 
center. Top pivot and guide slip out of track. Just lift door off bottom 
pivot and away they go for painting, etc. Fastest, simplest removal ever 
— and from either side! 


AMERICA BUILDS BETTER AND LIVES GETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—-hand and electric 
tools + builders, industrial and drapery hardware + door controls « al windows + stampings + springs 
+ coatings « strip steel « steel strapping — made in 24 plants in the United States, Canada, England and Germany 





answer to 
I-FOLD 

DOOR 

PROBLEMS! 


New bi-fold hardware adjusts with 
wrench — permits quick, simple 


alignment of doors from either 
side — even when fully closed! 


Imagine the time and trouble Stanley’s unique 
one-nut, one-wrench adjustment system will 
save you from now on! 

Door mounting, adjusting, and removing 
become a simple one-man operation — per- 
formed in seconds! 

Yet that’s just one advantage of this new 
Stanley bi-fold hardware. A new suspended 
guide pivot holds the doors in the track — even 
if they’re out of square as much as an inch. 

This, plus really quiet operation and attrac- 
tive styling, makes Stanley’s new bi-fold 
hardware your best bet for any bi-fold applica- 
tion. Remember the numbers: 


2983 surface-mounted for closets 
2989 concealed for passage doors 


For FREE, fully illustrated literature, clip coupon 
and mail to: 

Stanley Hardware, Div. of The Stanley Works, 

120 Lake Street, New Britain, Conn. 

Name 





Position 





Company 
Street 
City 
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remodeling and do-it-yourself market. 
The block is %4” thick and is con- 
structed of genuine white oak. Also an- 
nounced is a laminated maple block 
floor for school and commercial installa- 
tions. To be known as Schoolflor, it is 
said to overcome expansion and shrink- 
age problems so often associated with 
some types of solid floors. Schoolflor also 
is designed to sell up to 25% below costs 
of competing materials, says maker. 
Wood-Mosaic Corp., Parkay Div., Dept. 
AL, 5000 Crittenden Drive, Louisville 9 
Circle No. 215 on Coupon, page 120 


Two New Folding Doors 


Modernfold’s new Woodmaster and 
Crown-master lines of folding doors will 
be displayed for the first time to dealers 
at the NRLDA Show in Chicago. The 





4 


sure way to tell quality 


Red Cedar Shingles bearing the Certigrade label of inspected 
quality are your best buy. Specify Certigrade! Insist that this 
famous label appear beneath the bandstick of every shingle 
bundle. Put there for your protection, the Certigrade label costs 
you nothing... and is your one sure way to tell quality. 


RED CEDAR SHINGLE BUREAU 


5510 White Building, Seattle 1,Washington 
550 Burrard Street, Vancouver 1, B.C. 
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Woodmaster line of folding doors is all- 
wood, featuring 6” wide panels of hard- 
wood veneers laminated to a solid par- 
ticle board core. 

The Crown-master line of folding 
doors is steel-framed with heavy-duty, 
high-style vinyl fabric covers. Brass col- 
ored metal moldings and pulls add to 
their rich overall appearance. Both lines 
are available in a full range of residen- 
tial sizes and a wide variety of fabric 
colors and wood veneers. New Castle 
Products, Inc., Dept. AL, New Castle, 
Ind. 

Circle No. 216 on Coupon, page 120 
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Masonite Panelok System 


A new version of the Masonite Panel- 
ok system for modernizing old walls will 
appear as part of the Masonite Corpora- 
tion exhibit, Booth No. 412, at the Inter- 
national Amphitheatre, Chicago, during 
the NRLDA Show, Nov. 22-25. The sys- 
tem consists of hardboard panels 2’ 
wide x 8’ high, held vertically against 
steel splines, barely visible between the 
joints and Adjust-a-bilt fixtures which 
fit into the splines to hold such objects 
as desks, dressing counters, cabinets, etc. 

For installation over existing walls or 
over studs in new construction, the sys- 
tem permits the remodeling of old rooms 
attractively and the reorganization of 
work and storage areas. Masonite Corp., 
Dept. AL, 111 W. Washington, Chicago 
2, Ill. 

Circle No. 217 on Coupon, page 120 


Polyethylene Film Dispenser 


The Kordite Corp. will introduce its 
new 1959 Kordispenser at the NRLDA 
Show in Chicago. A dispensing carton 
that makes polyethylene film as easy to 
use as wax paper, the Kordispenser lets 
you pull out and cut off Kordite sheet- 
ing as needed. Also on exhibit will be 
Kordite’s free display rack, which holds 
seven rolls of film, ranging from 3’ to 
12’ in width. Kordite Co., Div. of Tex- 
tron, Inc., Dept. AL, Macedon, N. Y. 

Circle No. 218 on Coupon, page 120 
(continued on page 101) 
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Kiln-Dried 


Feawi 
for Sound, 
Durable Construction 


Good builders want their construction to endure — 
to give owners long years of truly economical shel- 
ter. They know that kiln-dried framing lumber 
increases structural soundness while reducing main- 
tenance costs. That is why dealers gain selling ad- 
vantages with Weyerhaeuser 4-Square Kiln-Dried 
Lumber. 

Precision manufactured, scientifically kiln-dried 
4-Square framing lumber is strong, holds nails firm- 
ly, and contributes much towards tight, rigid struc- 
tures. The Weyerhaeuser 4-Square trademark 
assures your customers of complete framing satis- 
faction — every time. That means repeat customers 
for your yard. 
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Kiln-Dried 


Wood Sheathing 


Greater Building Strength 


Kiln-dried framing that is reinforced with kiln- 
dried wood sheathing delivers the maximum in 
stable construction. It pays dealers to sell both. 

Weyerhaeuser 4-Square Kiln-Dried Wood 
Sheathing is the ideal material for firmly tying the 
frame into a rigid structural unit. It also serves as 
a sound, permanent base for siding, shakes, and 
other finish materials. In addition wood sheathing 
delivers extra insulating value. 

Sell both Weyerhaeuser 4-Square Framing and 
Sheathing for sound construction and the develop- 
ment of satisfied customers. 4-Square Framing and 

Sheathing are available in a number 

eto, of species and grades. Your Weyer- 

BR hacuser District Representative will 
eesy" be happy to discuss your require- 

“CouNeW” ments. 


Weyerhaeuser Sales Company 


FIRST NATIONAL BANK BUILDING e@ ST. PAUL 1, MINNESOTA 
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NO DELAY in shipping your order for 
Crossett Brand WOLMANIZED* Lumber... 
.. Crossett has in stock more than %-million 
feet of high-grade WOLMANIZED* boards 


and dimension, in standard items. Your order 


filled immediately from this stock. For further 


details, contact Crossett Sales Department. 
*-Reg. U.S. Pat. Off. 








A Division of The Crossett Company 
CROSS ETT. ARKANSAS 
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Non-Staining Resin Grout 

Named Resist-Stain, a new non-stain- 
ing resin grout for ceramic tile is an- 
nounced. Developed by the Tile Council 
of America specifically for counter-tops 
and other applications requiring top re- 
sistance to stain, the new grout is based 
on thermo-setting resins and cures by 
chemical reaction. It easily resists stains 
from coffee, ink, fruit juices, etc., says 
maker. Ideal for use by the do-it-your- 
selfer, the grout is easy to prepare. The 
required materials are supplied in one 
container with complete directions for 
mixing and use. Houghton Laboratories, 
Inc., Dept. AL, Olean, N. Y. 

Circle No. 219 on Coupon, page 120 





Putty in Six Finishes 


_ A new Match It or Mix It Putty now 
is available in six finishes, mahogany, 
birch and maple, pine and fir, oak, walnut 
and blond and white, to match all woods 
either traditional or modern. The putty is 
packaged half light and half dark of each 
shade in clear plastic eight-ounce con- 
tainers. For middle tones in each color, 
the light and dark putty may be mixed 
to achieve the exact shade desired. The 
putty is available in a bright self-display 
carton containing 18 packages (three each 
of the six finishes). Salmon’s Liquid New 
Wood, Dept. AL, Newton, Iowa. 


Circle No. 220 on Coupon, page 120 


Powder-Actuated Tool 


A new powder-actuated fastening tool, 
which can stop an overdriven fastener in 
its tracks, says maker, will be one of 
three new developments in fastening 
equipment to be displayed by Ramset 
Fastening System at the NRLDA Show, 
Booth No. 146, in Chicago’s Interna- 
tional Amphitheater. The powder-actu- 
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ated tool, called Flite-Chek, uses the 
same type of powder loads and threaded 
stud fasteners as the standard Ramset 
powder-actuated equipment. Ramset Fas- 
tening System, Olin Mathieson Chemi- 
cal Corp., Dept. AL, 460 Park Ave, 
New York 22. 
Circle No. 221 on Coupon, page 120 


Newly-Designed Jalousie Door 

A completely new jalousie door fea- 
tures a 15 louver jalousie that has been 
especially designed for the door. The 
door is available in Capitol’s 1” Z-bar 
master frame with full piano swaged 
hinge as well as with swaged full piano 
hinge beveled expanded frame. Schlagel 
wool pile weatherstripping found around 
all three sides of the frame completes the 


weather seal. The door comes equipped 
with a removable screen panel. A glass 
insulating panel is available at slight ex- 
tra cost. A heavy fluted aluminum kick- 
plate adds strength to the door where it 
needs it most, at the bottom. Capitol 
Products Corp., Dept. AL, Mechanics- 
burg, Penna. 
Circle No. 222 on Coupon, page 120 
(continued on page 116) 


More Dealers Than Ever 
are Now Reading 


AMERICAN LUMBERMAN 








FOR THIS 
CHRISTMAS... 


e For Homes and Stores 





e For Advertising 


e For Community Projects 


For several years past, a great many Eomasote 
Dealers have made as much (or more) money 
in the last quarter of the year as in any other 
They have done this by pushing Homasote for 
trainboards and Christmas tree platforms —and 
Easi-Bild* Patterns for Christmas Displays of 
many types. 

This year they will push, not only the old, 
tested best sellers, but also sensational new 
displays that move. Santa waves his greeting! 
His reindeer gallop! (There are similar displays 
for other seasons of the year.) 

You sell these patterns—plus the full bill of 
materials—to home owners, to advertisers, to 
retail stores, to the promoters of community 
Christmas projects. You make a 334% profit on 


the patterns and your usual mark-up on all the 
materials required. Each pattern specifies every- 
thing needed. Our national advertising tells them 
they can buy everything from the Lumber Dealer 

We urge you to get the full facts on this 
proved program for building your last quarter 
sales. Every home, church, club and business 
organization in your community is a prospect. 
The fool-proof patterns include Santa, his sled 
and his reindeer, Nativity Scenes, 
outdoor Madonna, greeting cards, 
choir boys and many others. 


Write, wire or phone for the full 
details — today. 


#T. M. Reg. Easi-Bild Pattern Company 











HOMASOTE 


COMPANY 


In U. S., kindly address 
Trenton 3, New Jersey. 





In Canada: Toronto, — 
Ont.—P.0. Box 35, ADDRESS 
Station K 

cITy 





Easi-Bild Motion Displays 
}] Homasote Roofing 

Trussed Arch 
] Poultry Houses 
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Send the literature and/or specification data checked: 


Easi-Bild Patterns 
Grooved Vertical Siding 
] Homasote (72-page) 
Handbook 


ZONE STATE K-10 






101 








MS: 


AMERICAN 
LUMBERMAN 


Sales Aids 


New Look in Aluminum Paints 

This is the new look in aluminum 
paints introduced by Sheffield Bronze 
Paint Corp. as its new package design 
for its Super-Krome line of aluminum 
paints said to cover wood, brick or 
metal in one coat. It is a modern design 
theme, done in blue, yellow and alum- 
inum and will be seen in all sizes from 
4 pints up to gallons. Sheffield Bronze 
Paint Corp., Dept. AL, 17814 Waterloo 
Road, Cleveland 19. 
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Black & Decker Accessories 

A new accessory merchandiser display 
assortment is designed to present a wide 
selection of accessories and attachments, 
ranging from a tube of buffing com- 
pound to the new Hedge Trimming At- 
tachment, latest accessory for a Black & 
Decker “%” Drill. The arrangement of 
shelves along a pegboard background per- 
mits flexibility in displaying the compa- 
ny’s electric tools and accessories. An 
eye-catching sign at the top is removable 
and may be replaced periodically with 
° } fresh panels for seasonal sales emphasis. 
Have you ever wished that Overall dimensions of the display util- 
: ize less than six square feet of floor space 
. with a height of 63”. The Black & Decker 

—you could buy at lower Pe Mfg. Co., Dept. AL, Towson 4, Md. 

—you had bigger buying power Circle No. 224 on Coupon, page 120 
—you could keep your inventory in better balance 

with demand 


—you could know when to buy most favorably 


You can have all of these advantages—and more—by 
using Biddle Purchasing service. 


Think of it! Biddle puts a large staff of buying experts and 
4 buying offices at your service. Biddle gives you big buying 
power—enables you to know where and when to buy at the 
lowest prices—on the best terms and deliveries. 


‘ 
ee 


Biddle gives you the time and facilities you don’t have your- 
self to comb the market for money-saving offerings of lumber 
and building materials. 


ACT NOW! To Sharpen Your Buying! Key-Operated Window Lock 
dc ; A housewife can lock the window 
Be realistic! You can’t do by yourself what you can do with securely in either a closed or a partial- 
ss : re . . a " ly open position with this new Yale key- 
the help of Biddle s big buying power and Biddle s buying operated window lock. Finished in pol- 
experts in all leading producing centers. Biddle’s service pays ished brass, the lock is designed for 
viata quick, easy installation in new buildings 
extra profits: or by do-it-yourself homeowners. A pa- 
Meet us at NRLDA Exposition Booth 720, Nov. 22-25, Chicago per template and full instructions are 
packed with each lock. A colorful count- 
er display card (see insert) holds five 
locks, which is available to dealers at no 
34] 0) 0) 8 3 PURCHASING COMPANY cost. Also available is a self-display car- 
ton holding five of the new double-duty 


280 Broadway, New York 7, N. Y. window locks. Yale & Towne Mfg. Co., 
Dept. AL, Chrysler Bldg., New York 17, 
Established 1879 N. Y. 


Chicago Meridian, Miss. Seattle Circle No. 225 on Coupon, page 120 
(continued on page 104) 
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NOW-A NEW 


improved 


PRIMED 
SIDING 


by Upson 


: eliminates face nailing 


Makes most attractive siding job you've ever built. : hidd mp lied pone 
Sharp clean lines. No nail holes to fill. idden fasteners 
Nail fastener and siding direct to 


New waterproofing agent achieves more weather protection than stud or sheathing. Fastener penetrates 

before and clinches overlapping board with 
ever ; two blows of a hammer on a pounding 
block. No exposed nail heads 


Automatic venting is provided at every over-lap by hidden 
Aluminum Fastener. Solves moisture condensation problems. 


Strong, more rigid construction with harder surface. 

Every piece uniform in quality and size—12” wide, 12’ long by 
¥," thick. No shorts. Won't splinter, split, check or crack. 
Practically no waste. 


No Field Priming. Comes primed in Off White on face and edges 
with highest grade primer. Gray on back side. 


Priced Below Conventional Wood Siding. Phone, wire or mail 
coupon below for literature, sample and prices. 


u P s olNiij N o The Upson Company, ps.2 Upson Point, Lockport, New York. 
(_] Send me literature, samples and prices on new Upson Primed Siding. 


WOOD FIBRE PRODUCTS = 
[_] Have your Representative call. 








MAIL THIS COUPON FOR 
SAMPLES AND PRICES! oy state 
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Versa-Vise In-Store Promotion 
SALES AIDS : 
With every Versa-Vise, a dealer gets 


begins on page 102) a supply of six-page tag-folders to act 
as silent salesmen for him as well as a 
display kit including cash register cards, 
window streamers, shelf strips, door stick- 
ers and tent cards—all planned to build 
sales. More than a vise, the new Versa- 
Vise is a workshop tool. It weighs 17 
pounds and is supplied with integral 
smooth-faced jaws and removable ser- 
rated jaws. The Versa-Vise will turn 
360° in either direction, standing up or 
laid down on its post base. Tightening 
the jaws on work held locks the vise a 
rigidly in position, automatically, says Point-of-Purchase Units 

maker. The Will-Burt Co., Dept. AL, Orr- Two new functionally grouped mer- 
ville, Ohio. chandising displays, designed to increase 
sales of signaling devices and tie-in items, 
are announced. The displays are pre- 
mounted and prewired at the factory 
and they come equipped with electric 
cord and transformer ready for immedi- 


eS 4 - . , - 
§ 4 . The D-390 18” wide x 
See why it’s easier to sell as ste cperation. The D-390 's 18. wide x 
, 30” high. The Edwards Co., Dept. AL, 
Norwalk, Conn. 


McCLOSKEY | Heirioom) ||" =»-——> 
HEIRLOOM 
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ook ananguens 


for antiques, furniture, 
wall cabinets and paneling SEND FOR 


FREE SAMPLE 








Your choice of 4 popular sheens 
HEIRLOOM FLAT HEIRLOOM EGGSHELL 


dead fiat (satin sheen) 


HEIRLOOM SEMI-GLOSS HEIRLOOM CRYSTAL CLEAR Brush Assortments Announced 
(dull gloss) (high gloss) 

Divided into two lines, professional 
and consumer, Handcraft Brushes may be 


Here’s what you get with had in more than 30 types and sizes. 


Also available are stucco, roofing, artist 
McCloskey Heirloom finishes— and wire brushes. All-purpose brushes 

are attractively displayed on a pegboard 
panel and packed in cards with translu- 
A top-quality product— its extra-pale, nonstaining, nonyellowing cent windows. Brushes are easily re- 


color enhances the beauty of natural wood. Flows on easily, moved for inspection and customers can 
utilize each pack as a brissh keeper. The 


gives that hand-rubbed look. Will not flash, spot or streak. A varnish and pure bristle wall brush as- 
complete finish in itself—no primers needed. sortments are packaged in colorful space- 
saving merchandising cartons. The Lowe 
P P _ Brothers Co., Dept. AL, 424 East Third 
Point-of-sale aids— merchandising helps from McCloskey that St., Dayton 2, Ohio 


really promote selling action for you! Booklets packed with Circle No. 228 on Coupon, page 120 
information—ideal as handouts or mailing stuffers—counter 
displays that help you turn lookers into buyers! American’s Profit Pak-It 


A new idea in fastener packaging, 
American’s Profit Pak-It, offers dealers 
the most popular fasteners in 118 sizes. 
Packed 10 to a box for easy storage, 
McCLOSKEY VARNISH CO. - Dept. 713, 7600 State Rd., Philadelphia 36, Pa. simpler selection for Gules’ «6 ne 

Have a McCloskey salesman call on —] Send me a free sample of Heirloom ( ) own pegboard. Each box and package is 

me at once CJ (state sheen desired) clearly labeled with type and style of 
fastener. You get modern self-service 
merchandising and a single-pricing sys- 
tem because each package is the same 
Company price. American Screw Co., Dept. AL, 
Willimantic, Conn. 
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Name. Title. 








Address 
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REDUCE delivery costs 


\ 


\ 
I 
} 


Compicte 
Bed: Shipped 
KD. Easy 
Assembly & 
Mounting 


Unload a Load 
or Half Load at a Time 


. 
Write, wire, phone for 
Catalog and Prices 


The R-B Company 


\ 1921 Guinotte, Kansas City 20, Mo. 
~ 
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Ww. Cc. D. 


Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 22 Million feet for past half century under exacting 
Forest Management Plan without depletion. 


HARDWOODS — WHITE PINE — HEMLOCK 
DEFEND YOUR TRADE WITH 








PROTECT YOUR 


"HOME 
REPAIR" 


CUSTOMERS 


rs — 











MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 


QUALITY LUMBER Kiln-dried 
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RMGUARD 
“antes MAILS 


STEEL FOR DRIVING STRENGTH... 
ZINC FOR LASTING PROTECTION 


Won't stain, streak or rust. 
Cost far less per nail than aluminum...drive better. 
Threaded shanks have terrific holding power .. . in 


new or old wood. 
a ee cele} ai, Ic! 


Maze STORMGUARD Asphalt 

Shingle Nails . . . specially designed 

for nailing into old roofing. 

@ Two types of threads—spiral and 
anchor (ring). 

@ Extra large head —!/2” dia. [in 
lengths to 2”). 

@ Sold in handy 5-lb. cartons or 50- 
Ib. bulk cartons. 


RI04A R104S 
Anchor-Shank Spiral-Shank 


RE-SIDING 


When asbestos, insulating or cedar & 
shake siding is applied over old | 
siding, strong weather-resistant nails 
with real holding power are needed. 
(Maze STORMGUARD siding nails 
have a strong steel core double- 
dipped in molten zinc .. . threaded 
shanks for greater holding power). || 














Maze has 11 stock colors, | 
h ° 
40 others on request $235 sess 528 
REMEMBER: Maze has a full line of metal roofing nails, threaded in- 
terior nails etc—GROUP YOUR ORDERS WITH STORM- 
GUARDS AND SAVE! 


IT PAYS TO BUY MAZE 


_W. H. MAZE COMPANY 


PERU 7, ILLINOIS 
Circle No. 65 on Coupon, page 120 
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Make Your Gift a niin’ Tool 


The biggest Christmas tool promotion 
in its history will be carried by The 
Stanley Works to the consumer in a two- 
page, two-color advertisement in the 





Yuletide Sales Aids 





Dec. 6th issue of The Saturday Eve- 
ning Post. Continuing the theme of “Stan- 
ley is a name I know,” which has 
marked all the company’s consumer ads 
this year, two divisions, Stanley Tools 
and Stanley Electric Tools, have elab- 
orated with the lead line, “Stanley 
Claus knows what men _ want for 
Christmas . . . and women who know 
their men are giving them Stanley Tools 
this Christmas.” 

New products are featured such as 
the new Swirlaway sander and Surform 
tools as well as the new electric router, 
sabre saw and drills. Christmas stocking 
fillers include five fast-selling hand tool 
items blister-packed on _ tell-and-sell 





wed 


TW&J, the West's 
largest producers 
of White Fir lum- 
ber offer HIGH 
ALTITUDE, OLD 
GROWTH, TOP 
QUALITY stock 
suitable for fram- 
ing and sheathing 
in home and con- 
struction use. 


THORCUG! 
is available for 


hite Fir 


KILN DRIED TW&J WHITE FIR 
gr around delivery in both 


1%" and 1%." thickWegs. TW&J-alsomanufac- 


ture and offer PREMIGM 


QUALITY WHITE 


FIR LINEAL MOULDINGS ‘aad FLUSH DOOR 


CUT STOCK. 


.s 
a 
N 


WHITE FIR 1S ONE OF THE SIX WESTERN WOODS SUPPLIED BY TWEJ 


TarTrer.WessTER & Jounson. INc. 


P.O. BOX 3498 


San Francisco 19, California QD. 
PRospect 6-4200 Teletype SF 211 Sh 
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cards. New Christmas Rapid-Wrap pack- 
aging features 10 popular hand _ tools 
individually wrapped. A free display in 
full color featuring the Post ad is of- 
fered dealers for counter, window or 
island display and tie-in ad mats, con- 
sumer envelope stuffers complete the 
package. The Stanley Works, Dept. AL, 
111 Elm St., New Britain, Conn. 
Circle No. 230 on Coupon, page 120 


Screwdriver Set for Christmas 


Furnished with a colorful cellophane 
ribbon wrap for Christmas gift selling, 
a new de luxe screwdriver starter set, 
No. 2705, is packaged in an attractive 
red gift box with gold platform and a 
see-through cover. The attractive set in- 
cludes one each of the four most popu- 
lar types of top quality neoprene cush- 
ion-grip screwdrivers, the 4” Mechanics, 
the 6” Slimblade, the Genuine Phillips 
No. 2 and the 6” Mechanics. An 
ideal present for the handyman or 
for professional craftsmen, its Christmas 
wrap may be removed to make it appro- 
priate for other gift occasions. Retail 
cost of the gift set is $5.50; dealer cost 
is $3.67. Bridgeport Hardware Mfg. 
Corp., Dept. AL, Bridgeport, Conn. 

Circle No. 231 on Coupon, page 120 


Introduces 99¢ Tool Sale 


Oxwall Tool Co. announces a 99¢ 
tool sale for Christmas featuring new 
gift packaging and an outstanding Santa 
Claus display, which adapts in seconds 
from a floor to a counter display. The 
promotion offers an assortment of tool 
sets, prepriced at 99¢, including a six- 
piece interchangeable screwdriver set, a 
six-piece screwdriver set, an eight-piece 
wrench set, an eight-piece socket set and 
a three-piece chisel set. Can be ordered 
and reordered only as an assortment. 
Each set is a proven even seller, with 
values up to $1.29, maker announces. 
Retail value of 48 pieces is $47.52; cost 
is $31.68. Oxwall Tool Co., Ltd., Dept. 
AL, 928 Broadway, New York 10, N. Y. 

Circle No. 232 on Coupon, page 120 
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ed VG eo 
ADVERTISING 

PROGRAM 
...in its history 


SHELF LIFE 
GUARANTEED 
3 YEARS! 


CASH IN J itrerosn. 


AIDS! 
ON PRODUCT TOP PROFIT 


PREFERENCE SPECIAL PLANS! 
PROMOTION @ ae 


STOCK WIRE NOW for 
FEATURE full line catalog 
SELL & deal sheets. 


SPEEDRY PRODUCTS, INC. 


Dept. HCE RICHMOND HILL 18, N.Y. 
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New plant... equipment due... floor flooded ! 
Fioor drained... 


painted damp... 
equipment moved 


in next morning! 


Taar’s the story of the fine new plant of Quezon 
Cordage Mills of Winchester, Mass., manufacturers of 
clothes lines and mops, a corner of which is shown in 
this photograph. 

The equipment was due to arrive, but heavy rains on 
the still ungraded area around the building flooded the 
floor! After a fast sweep-and-mop, the damp cement 
floor was painted with Kyanize Plastic Floor Paint. 

Next morning, just a few hours later, using no spe- 
cial care, the equipment was moved in on ordinary 
trucks and dollies, some with steel wheels. Not a mark 
showed, not a bit of paint lifted . . . the paint was ready 
for duty! 

Another crisis passed . . . from flooded floor to 
clean painted floor with equipment in place, all within 
24 hours! That’s a lot to expect of a paint, but Kyanize 
Plastic Floor Paint did it! 

Ps - 
-Kyanize Plastic 
Floor Paint 


Kyanize Plastic Floor Paint is perfect for all 
exterior and interior floors of concrete, wood, 
linoleum or rubber tile in home, institution or 
factory. Odorless, dries in 1 hour, scrubbable, 
easily applied, and brush cleans with water. 
Can be applied on a damp surface. For kitch- 
ens, garages, patios, stairways, porches, 
breezeways, anywhere, It's lime-proof, grease 
and acid resistant. 





f 
L 











Kyanize PAINTS, INC. 


Everett, Mass. ¢ Springfield, Ill. * Montreal, Canada 
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Appalachian Hardwoods are recognized 
everywhere for their fine natural qual- 
ities—soft texture, easy workability and 
attractive graining. Let the foremost 
concerns in this column supply you with 
well-manufactured 


Con- 


sult them on your next requirements 


dependable quality, 
Appalachian Hardwood products. 





Wood-Mosaic Corp., Louisville 9, Ky. 


White and Red Oak, Walnut, Poplar, Basswood, 

Beech, Cherry, Mahogany and Lavan Lumber. Do- 

mestic and imported Veneers. Hardwood Fiooring— 

Oak and Maple Strips and Laminated Block and 
Special Pattern Flooring. 





*Hamer Lumber Sales, Inc., Kenova, W. Va. 


Exclusive Sales Agents for 


J. P. Hamer Lbr. Co., Inc., Kenova, W. Va. 
Hamer Lbr. Corp., Appalachia, Va. 


Manufacturers Appalachian Hardwood Lumber 





*Cherry River Boom & Lbr. Co., Richwood, W. Ya. 


Appalachian Hardwoods, Flooring, Planing Mill 
Products. Giuved Dimension. 





*Member Appalachian Hardwoods 


Manufacturers, Inc. 


always @ecify 
APPALACHIAN HARDWOODS 
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Yuletide Sales Aids 
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Yuletide Pattern Program 


Last year, the Bruce Bauer Lumber 
Co., San Carlos, Calif., sold about 18 
dozen DFPA paste-on patterns for 
Christmas cutouts. In addition, fir 
plywood sales of the firm were boosted 
approximately 30% over the rest of 
the year, says manager Don Thom. 
First step by the firm was to make 
a luminous sign on a 4’ x 10’ sheet 
of plywood, advertising “Do-It-Your- 
self Christmas Cutouts.” The sign was 
placed where passing motorists might 
easily see it, day or night. Patterns 
were issued without charge when ply- 
wood was purchased; 5 out of 10 


customers bought plywood with the 
patterns; many purchased complete 
sets. Thom says that providing a 
cutting service was the key to selling 
the patterns. He charged $3 to cut 
out each set. Numerous plus sales also 
accounted for as much profit as 
plywood sales, he adds. 

New in 1958. A new set of patterns 
for a Nativity Scene is being added 
this year by DFPA to those mer- 
chandised by dealers in past years 
There are 15 pieces in the set, 
pictured at left. Each is printed in full 
color on heavy, weatherfast paper. All 
the customer has to do is paste the 
pattern to a sheet of exterior fir 
plywood, cut around the edges and 
apply a coat of lacquer. 

DFPA is again providing dealers 
with free sales aids and will back up 
local promotion with national adver- 
tising and publicity. Pattern prices for 
Santa, sleigh, reindeer, angels and 
choirboys, 25¢ each or $2.50 per 
dozen; for the Nativity Scene, $1 per 
15-piece set, or $10 per dozen sets. 
All orders should be received by 
Douglas Fir Plywood Association, 
Dept. AL, Tacoma 2, Wash., by 
Nov. 24. 
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(Here's the one that ) 


WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit 
WILL NOT SHRINK SELLS BETTER because 
STICKS AND STAYS pur it WORKS BETTER 
a) 4 








ey bg 
X 
sler’s report: p 


sales of Dur- 


k-Hard \ Ly 
on ck ® ponato 


r after 
é: DURHAM 
Comeprny 
Box 804-8 
Des Moines, 
towa. 


year.” at’s more, 
Durham’s Rock- 
Hard Water Putt; 
gives you by far the 
best profit margin on 
any product of this : 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Man tching materials m: I 

fall out or chip off. Durham's 

Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 
Circle No. 70 on Coupon, page 120 





Traffic-Stopping Motion Display 


A new service introduced by Homa- 
sote Co. offers dealers motion displays, 
4’ x 6’, at an approximate cost of $25 
each. Created by Easi-Bild Pattern Co., 
the first two patterns available contain 
Christmas greetings. Santa waves his 
arms in build-it-yourself pattern No. 
762, pictured above, while a_ reindeer 
bounds up and down over snow-covered 
fields in pattern No. 764. The motion 
is activated by a specially designed elec- 
tric motor, connected to easy-to-install 
linkage. Anyone may trace the pattern 
on Homasote Board and paint in each 
color in the position the pattern speci- 
fies, it is said. While homeowners, 
civic clubs, etc., may want to build these 
motion displays, they were primarily de- 
signed to provide the dealer with traffic- 
stopping outdoor advertisements at low 
cost. Other patterns soon will be avail- 
able to permit using the same motor 
and linkage the year ‘round. Easi-Bild 
Pattern Co., Dept. AL, Pleasantville. 
N. Y. 
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DEALERS: 


The New Wareco Awning window increases 
your profit . . . lets you meet competition 
successfully. 


* The economy-priced Wareco comes to you 
factory-cartoned, glazed and complete with screens, 
if you desire. 


* Saves extra packing costs for reshipment or 
local deliveries. 


* Reduces warehouse handling and inventory 
problems. 


* You make higher unit sales, more profit. 


FACTORY 
DISTRIBUTION 
POINTS 


to back you up with fast delivery, 





WareRite and 
Ware Awning 


fcon 0 Ware 
fcon 0 Watt petty 
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Projected 


WARE 


awning window 


combines quality with 
Surprising economy! 


YOU CAN OFFER BUILDERS: 


* Protection against damage in transit and on 
the job-site. 

* A glazed unit which has more sales appeal— 
assures quality standards, and eliminates expen- 
sive field glazing. 

*x Economy-pricing plus QUALITY FEATURES 
proven by 12 years’ experience manufacturing 
aluminum awning windows. 

*x Meets all AWMA and FHA specs. 

* Factory cleaned, etched and lacquered without 
extra cost. 

* Structural strength. Minimum ventilator depth 
is 1", frame depth 174’. 


SEND COUPON TODAY for complete details 


le 


Dept. AL-10 


WARE LABORATORIES, Inc. 
3700 N.W. 25th St., Miami, Fla. 


Please rush me facts on the new WARECO 
Aluminum Awning Window. 


UMN ENO ines cites rahe vs 
Company 
SNC. i6. icc 


Casements 
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SALES AIDS 
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Announces New Package Design 

The Savogran Co. has completely re- 
designed its entire product package line. 
The bright new orange, blue and white 
packages are designed to catch the buy- 
er’s eye and their strong family resem- 
blance allows the dealer to create an 
attractive display of related items. The 
new package design also is being adapted 
to dealer in-store promotion material, 
dealer signs, etc. The Savogran Co., 
Dept. AL, 259 Lenox St., Norwood, 
Mass. 





Built-In Showroom 


A Built-In Showroom to fit a minimum 
of 54” x 24” of floor space is offered by 
Preway, Inc. The package, consisting of 
wood cabinets and built-in oven and 
surface units with attractive countertops, 
is available in either gas or electric com- 
binations and can be extended to include 
the Preway Evactaire Range Hood and 
Preway built-in refrigerator-freezers, for 
which a cabinet is also available. The 
cabinets are of top quality wood, unfin- 
ished for choice of paint or stain by the 
dealer and are complete with hardware. 
Preway, Inc., Dept. AL, Wisconsin Rap- 
ids, Wis. 
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It’s here! The new plastic panel you 
can talk about and sell! New, 
extra-wide 48” coverage size 
plus... 


® Higher light transmission in 
industrial colors 
® Greater weather endurance 


Now from Butler, a great new 
plastic panel with three big selling 
features that are yours at no extra 
cost. New Stylux offers you every 
other panel feature, too: strength 
and load capacity in excess of in- 
dustry standards, uniform thick- 
ness, fire and heat resistance, 


eleven striking decorator colors. - — : : 
Find out about new Stylux in extra- Everything s been rosy for Sellwell, since 


wide size. Write: he started suggesting “Scotcn’”’ Brand 
EeUTLERS Masking Tape with every paint sale.” 





BUTLER MANUFACTURING COMPANY 
Dept. 101, 7400 East 13th Street 
Kansas City 26, Missouri 
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For proper installation of ceiling tile Be sure! Use only 


ARROW'S CEILTILE’ STAPLES 


Fracture 


American Lumberman 
Dealer Aids 


eliminates sagging ceilings caused by Hidden 


Here’s the big difference you usually can’t see! 


Ot? STORE DESIGN: You can have the professional 


MAL 
JM nf 1 architectural services of James N. Lindenberger. 


Armstrong Mr. Lindenberger specializes in new and re- 
: modeled buildings for building materials deal- 
ORDINARY STAPLE ARROW’S CEILTILE STAPLE CELOTEX ers. He headquarters at American Lumberman, 


f the fla: J Pt 
4 peg ct me op dearest po yin Ay Tuan and works for dealers in all parts of the 
country. Will travel. 


© The fracture causes loss © Flangeisneverfractured... 
s 50% of Ce ce hold- Pe a pomp eee 
ng power; sagging, wavy © Special cement coa' provides ° 
Write AMERICAN LUMBERMAN, 


ceilings result tremendous holding powcr! 








fpasew Pocreman GS.is. 59 E. Monroe St., Chicago 3, Ill. 


Ceiltile used only 
with ARROW’S T-50 
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Shake hands with your new 


Pittsburgh Plate Glass Company salesman ) 


GARRY MOORE 


That's right! Starting September 30th, 


Garry Moore will be working for YOU! 
His job—selling the Pittsburgh Glass 
products you handle. 


Every Tuesday night on CBS television, 
from 10 to 11 p.m. (New York City time), 
Garry will reach up to 97% of all the 
television-equipped homes in the nation 
with the Pittsburgh Plate products story. 


What this means to YOU 


You, as a Pittsburgh Plate Glass products dealer, stand to profit tre- 
mendously by this far-reaching television project. Among the millions 
of viewers Garry Moore will reach will be many, many prospective 
customers for the glass products you sell. Garry will tell them the 
Pittsburgh Plate story and urge them to buy PPG products from you. 

Who will profit directly from this television advertising? YOU— 
the dealer! 

One of television’s top salesmen will be selling for you. Each PPG 
glass products dealer will soon receive information about the show so 
that he can take advantage of the high-impact selling of Garry Moore 
to merchandise and move more glass products more profitably. 


PITTSBURGH PLATE GLASS COMPANY 
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SPECIAL OFFERS 





Corbin Hardware Self-Seller 

A colorful merchandising display of 
solid brass hardware fittings occupying 
less than one square foot of counter or 
shelf space is called the C-200 Mer- 
chandiser. It contains 16 fast-moving 
items, including solid brass hinges, hasps, 
corner braces, box corners, etc., neces- 
sary for home repairs. It is shipped 
complete as a unit for $33.12 and the 
quality merchandise displayed has a re- 
sale value of almost $50, announces 
Corbin Cabinet Lock div., American 
Hardware Corp., Dept. AL, New Britain, 
Conn 
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Irwin Bit Merchandiser 

Easy to mount on walls, doors, peg 
board or end of island tables, Irwin's 
new M-62T merchandiser unit consists 
of 13 fast cutting 62T hand brace bits 
in new self-selling Sellopak dress-up jack 
ets. Buy complete unit for only $10.37. 
Sell bits for $15.56. Make $5.19 gross 
profit. The display panel is free. The 
Irwin Auger Bit Co., Dept. AL, Wilming- 
ton, Ohio. 


items (complete with screws) in indi 

vidual see-through envelopes. For a lim- 

ited time only a 4% bonus in merchan- 

dise is packed in each box. Penn-Akron 

Corp., Dept. AL, Woodside 77, N. Y. 
Circle No. 239 on Coupon, page 120 


Russwin Doorware Display 
An eye-catching display of Russwin 
doorware has been created to provide 


dealers with a glamorous, profit-mak- 
ing builders’ hardware center. Called the 
Sell ’em Right from the Box Superette, the six-foot-high rolling dis- 
Penn-Akron Corp. announces a new, play presents more than 50 hardware 
self-dispensing Bin Box to simplify the samples for examination by customers 
selling of the most wanted hardware Four shelves are built into the back of 
items in all the popular finishes. Easily the display for stock. The Superette is 
handled, sturdy Bin Boxes stack compact- available to dealers for $75 and a $250 
ly one upon the other on counter or shelf, minimum stock order. Russell & Erwin 
taking a minimum of space. Each one Div., American Hardware Corp., Dept 
is clearly labeled as to contents. Per- AL, New Britain, Conn. 
forated angle top tears off, exposing 


Circle No. 238 on Coupon, page 120 
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Increase Sales with 


teh se 
54-3») fete)» 


Certified K.D. 
All Grades 
All Patterns 
Mouldings 


UNION LUMBER COMPANY 


TREE FARMERS AND MANUFACTURERS 


FORT BRAGG 
CALIFORNIA 


Park Ridge, Ill. 


Member 


San Francisco 
Los Angeles 


Circle No. 76 on Coupon, page 120 


astesZ 


PADILOCEKES 
for the 
Building Trades 


FAMOUS MASTER 
Laminated Padlocks 
Multiple steel plates . . . stronger 
than a solid block! Genuine brass- 


cylinder, pin-tumbler security. No 
finer padlock protection. 


STAINLESS STEEL 


Combination Padlocks 


Double-wall construction . . . 3 
number brass locking mechanism. 
Available with “Key-Control” — 
one control key opens all locks. 


FREE CATALOG 


Condensed, easy to use information on 
the Master padlocks most widely used 
in the building field. Write today. 


Master Jock Company, Milwaukee 45. Wis. 
World's Largest Padlock Manufacturers 
Circle No. 77 on Coupon, page 120 
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pe TRUSCON ALUMINUM WINDOWS 


WITH BUILT-IN FEATURES FOR FASTER DEALER SALES 


Beautiful, durable Truscon Series 158 Aluminum 
Double- and Single-Hung Windows set the 

style for dealer sales and profits. 

Designed for modern homemakers...engineered and 
built for permanence and convenience, Truscon 

Series 158’s are heavy-duty constructed with 

“plus quality” features at a competitive price level. 

Home owners like the livable appeal of aluminum design. 
Home builders like the combination of labor saving 
economies and competitive prices. Dealers like 

the sales appeal, sales helps, and Truscon’s 


coast-to-coast warehouse support. 


Series 158 Aluminum Windows are but one profit item 
in the full Truscon line. Learn more about the advantages 


of Truscon products, program, facilities. Write today. 


yaa 


Truscon Series 158 Aluminum 
Windows are available in both 
double-hung and single-hung 
styles. Fit all types of homes 
everywhere — frame, masonry, 
veneer, concrete block, stucco. 


REPUBLIC STEEL 


Frame sections ore heavier, 
stronger, made with more 
aluminum than most win- 
dows. Frame corners are 
extra strong, extra tight— 
never stick, warp, rattle; 
work smoothly, silently. 


Weatherstripping is made 
of wool pile. Seals better, 
wears longer, provides year 
around comfort, conveni- 
ence. Nylon buttons be- 
tween aluminum jamb sec- 
tions eliminate rattles. 


Hardware is solid bronze, 
burnished, and lacquered. 
Finish is etched before lac- 
quering, your assurance 
that the beauty of Truscon 
Series 158 Aluminum Win- 
dows is lasting beauty. 


“Quality Approved DH-A2”, 
by the Aluminum Window 
Manufacturers Association, 
your assurance of quality 
materials and workman- 
ship that meet F.H.A. or V.A. 
home loan specifications. 


REPUBLIC STEEL CORPORATION 
TRUSCON DIVISION 
DEPT. C-6208-A 


I would like to learn more about: 


1058 ALBERT STREET - YOUNGSTOWN 1, OHIO 


TRUSCON DIVISION 


OC) Truscon Series 158 Aluminum Windows 
) Truscon Full-Time Warehouse Support 
Available Truscon Dealership 


Youngstown, Ohio 


Name litle 


NAMES YOU CAN BUILD ON 


October 13, 1958, 


Firm 


Address 
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Zone 
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AMERICAN 
LUMBERMAN 


New Equipment 


of paper fed may be controlled by the 
same pedal. The attachment is described 
in Signode SPD-182, which is available 
upon request. Signode Steel Strapping 
Co., Dept. AL, 2600 North Western Ave., 
Chicago 47, Ill. 

Crcle No. 241 on Coupon, page 120 


Versatile Lift Truck 


A new 2,000-pound capacity lift truck, 

called the FT-20, is powered by a 4 

cylinder, 133 cubic-inch heavy-duty in 

dustrial type engine, delivering 35 

brake hp at 2,400 rpm. It is available 

L his i in gasoline or LP fuel models. Two 

Signode Attachment venseelaelane also. are available, the 

Signode now has available an attach- P : standard 2-speed constant mesh trans 

ment for the Signode Model M-2 Power Bargain Display Table mission or, -* optional equipment, the 

Strapping Machines, which feeds a low- A newly designed bargain table (No. Allis-Chalmers Power-Shift Torque 

cost chipboard paper underneath the DB35) features one shelf and chrome Converter Drive. Designed for easy ma 

strapping. It is intended primarily for folding legs. Ideal for displaying season- neuverability in narrow aisles, the FT- 

use in strapping small bundles of mill- able items, the table is finished in dur- 20 features a heavy-duty industrial-type 

work, but it may be useful on other small able gray-white multi-color. It is 30” frame. Its extra-lift mast gives a maxi- 

packages with finished surfaces that re- long, 60” wide, 32” high and has a 3” mum stacking height of 13114”, overall 

quire additional protection, says maker. A deep inside rub rail. Shelf is 9” from lowered height of 83” and 164%” of 

switch on the timer allows a _ predeter- floor; shelf opening is 19” high. The free lift, says maker. Allis-Chalmers 

mined amount of strapping to be fed with W. C. Heller Co., Dept. AL, Montpelier, Mfg. Co., Dept. AL, 1126 S. 70th, Mil- 

the paper. Where amount of strap fed is Ohio. waukee 1, Wis 

controlled by a foot pedal, the amount Circle No. 242 on Coupon, page 120 Circle No. 243 on Coupon, page 120 








KAISER ALUMINUM 


NEW... weavy-puty DELIVERY UNIT 


— the company which backs up its products and its dealers — 
is seeking applications from 


E E K & E B ° WELL QUALIFIED 
T] UM BUILDING PRODUCTS SALESMEN 
As part of our expansion program in new territories—and to offer more 
sales support to present distributors and dealers—we expect to add 


several salesmen in various parts of the country. 


] 

i i We would welcome applications—to be treated with full confidence— 
’ : from well qualified men who have had recent successful experience 
representing leading building materials manufacturers and wholesalers. 


Product line includes the new Diamond-Rib roofing and siding sheet, 
corrugated and V-crimp roofing, Kaiser Aluminum shade-screen, irriga- 
tion tubing and accessory items. In addition, there will be new product 
lines for sale through building materials, hardwores and farm supply 
outlets. 


Applicants should know how to make full use of promotion and merchan- 
dising aids and above all, must have sincere interest in aiding our cus- 
tomers—both wholesalers and retailers—on their re-sale of our materials. 


We seek applications only from men of the highest personal integrity 


Heavy-duty half-cab unit for handling strapped lumber enjoying the best of reputations with their present customers. 


Kaiser Aluminum salesmen are paid straight salary and cars are fur 


and the popular nished, plus all normal travel expenses. Some men will work out of 


branch or district offices—others from their homes, according to territory 
involved. They enjoy many company benefits with opportunities for ad 
vancement. If relocation is necessary, expenses are paid by the company. 
The jag-load truck for 
A il i li 4 : 
delivery of small orders. Preference will be given to applicants 27 to 45 years of age 

Air mail details and qualifications to 
Personnel Procurement 


. Kaiser Aluminum & Chemical Sales, Inc. 
WRITE FOR nhc 919 No. Michigan Ave. 
LITERATURE , Chicago 11, Illinois 





COMMERCIAL BODY CORPORATION 
233 W. GARDEN ST., DEKALB ILL. 
Circle No. 79 on Coupon, page 120 Circle No. 80 on Coupon, page 120 
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COWTRAC Tap, 
FIELD 
~' OFFice % 








oir Comic recy 


Job-Site Office 

A new Mobile Office is said ‘to be 
maintenance-free, fire-safe and _ theft- 
proof. The undercarriage can be removed 
in minutes and when office is securely 
anchored, it will withstand 100 mph wind 
load and unlimited snow load, says ma- 
ker. The field office may be purchased 
in two forms; either in a kd kit form or 
as a fully factory assembled, wired and 
painted model Ready-to-Roll, for ship- 
ment or pickup at the factory. Wheaton 
National Sales, Dept. AL, 228 E. Park 
Ave., Wheaton, ill. 


Circle No. 244 on Coupon, page 120 


Remote Cup Spray Outfit 

Small, time-taking paint jobs—en- 
trances, cabinets, radiators, shutters— 
can now be done quickly with a new re- 
mote cup spray outfit, maker says. The 
new unit consists of a one or two-quart 
cup with fluid and air-flow control, plus 
short lengths of hose leading to the gun, 
which also has the usual fluid and air 
controls. The cup can be used with large 
or small production guns and handles 
all materials—primers, latex-base, al- 
kyds, enamels, multi-color, varnishes 
or lacquers—says maker. Color chang- 
es and clean-up are said to be fast and 
easy because of the short hose length 
from cup to gun and the large mouth 
cup. The DeVilbiss Co., Dept. AL, 300 
Phillips Ave., Toledo 1, Ohio. 

Circle No. 245 on Coupon, page 120 
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Proctor Wall Jack 

Rigged as a gin pole, the Proctor Wall 
Jack lifts huge beams and holds them in 
place for nailing with only one man op 
erating the jack. A two-man crew can 
rig the jack, attach line to beam, raise 
beam to position ready for nailing in 
only 20 minutes, it is said. The jack will 
hold the load so that the beam can be 
placed accurately. A pair of jacks will 
lift walls up to 70’ long complete with 
headers, plates, sidewalls and windows in 
place, maker announces. They hold the 
wall firmly by means of safety stops set 
for the wall height. Proctor Wall Jack 
telescopes to approximately half length 
for easy portability, weighs only 42 
pounds. Proctor Products Co., Dept. AL, 
16202 6th Ave. Northeast, Seattle 55, 
Wash. 

Circle No. 246 on Coupon, page 120 


ONE PROCTOR WALL JACK 
SUPPORTED BY 2-2x4’S 
LIFTS 36 FOOT 6 x 16 








Lifts 4000 lbs. at 24” Load Center 


Tractor power steering with special 
Sherman steering valve and linkage 
provides maximum maneuverability. 
Special implement bar for quick ad- 
justment of fork width or to attach 
and detach accessories. 
Counterweight box can be properly 
weighted to compensate for any load 
within capacity of the unit. 

* Control handles within easy reach 
of operator. 


* Tower can be tilted full ten degrees 
backward or forward. 


EASY OFF-CENTER LIFTING 
Frictionless travel for normal, as well as 
off-center, lifting applications is provided 
by four large carriage rollers mounted on 
shielded roller bearings, and four hard- 
ened, self-lubricated, individually ad- 
justable side thrust rollers. 


Tractor mounted, the Sherman Fork Lift 
moves easily over any ground under any 
weather conditions. It travels every place a 
tractor can go. Because of this, many 
owners have been able to transform un- 
surfaced areas into productive storage 
spaces—and paid for their Shermans by 
eliminating paving costs. 

Since the steering wheel and the 
driver’s seat are reversed, the Sherman 
Fork Lift moves in the opposite direction 
from normal tractor operation. This puts 
the big rear wheels under the load for 
extra lifting safety, maximum traction, and 
a cushioned ride for fragile loads. 

The Sherman reversing transmission 
provides the same flexibility of speeds in 


Special tank de- 
sign for maxi- 
mum _ visibility. 


High carbon steel inner-rails with 
replaceable bearing plates between 
inner and outer tower rail masts 
to reduce wear. 


Cross-braced inner channel 
to prevent side sway or 
distortion under load. 


Individual brakes 
for close turns. 


Open channel-ends 
to prevent dirt ac- 
cumulation and to 
facilitate service of 
carriage and rollers 
without dissembling 
mast 


Heavy six inch chan- 
nel sub-frame. 


reverse that the tractor has in forward 
gears .. . quick shift, reverse direction in 
any gear speed. 

The Sherman is also available in an 
“R” Model, that does not reverse the 
steering or the operator’s position. Tractor 
power steering is available. 

Because the Sherman is distributed 
through Ford Tractor dealers, service 
facilities and spare parts are always avail- 
able when needed. 

Find out today why the Sherman Fork 
Lift will soon pay for itself in labor saved. 

Write for Bulletin No. 1184. 


¢Shemman 


SHERMAN PRODUCTS, INC., Royal Oak, Mich. 
POWER DIGGERS + LOADERS + FORK LIFTS* 
SOIL WORKING TOOLS « CRANES AND EXCAVATORS 


*Mfd. Exclusively for Sherman Products, Inc., 
by K-D Mfg. Co., Cleburne, Texas 
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“STICK” 


WITH CONSUMERS 


Me w 
ter tevong bene ow 


Linoleum 
Paste 


Here’s a linoleum 
paste that has lived 
up to its name... 
Tiger Grip, and has 
been used by profes- 
sional applicators for 
over 40 years. It's 
not gummy orlumpy, 
never needs preset- 
ting and best of all, 
it’s easy to apply 


and clean up when the job is done. Also ideal 


for felt paper 


underlayment. Tiger Grip 


spreads 145 sq. ft. per gallon. 
WATERPROOF LINOLEUM CEMENT 


For laying linoleum on bath- 
room or kitchen floors, sink 
tops, or any other space 
where spillage, condensa- 
tion, or dampness exists, be 
sure to use Consumers Water- 
proof Linoleum Cement, the 
linoleum cement. that..is 
highly water resistant. 
Spreads 145 sq. ft. to the 


gallon, 


PROFESSIONAL MECHANICS TROWEL 


Model 100 


Designed especially for the 
professional applicator. 
These trowels have 3/32” 
serrated blades of the high- 
est quality spring steel. Con- 
sumers Professional Trowels 


feature sturdy handles with 


10 countersunk rivets. Model 101 has a deeper serration 
(5/16”) for applying heavy cement for metal or plastic 


wall tile. 


“Once youtry Consumers you Ul stich with Consumers” 


Order from your wholesaler 


CONSUMERS GLUE CO. 


Since 1906 ... Pioneers in Floor and Wall Adhesives 


1515 HADLEY . 


ST. LOUIS 6, MO. 
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NEW PRODUCTS 


(begins on page 92) 





Lok-On Shingle 


Called Lok-On, a new 
roofing asphalt strip shingle 
provides built-in protection 
against high wind. Availa- 
ble in 10 colors, each shin- 
gle has two tabs which lock 
into adjoining shingles dur- 
ing application. Bestwall 
Certain-Teed Sales Corp., 
Dept. AL, 120 E. Lancaster 
Ave., Ardmore, Penna. 

Circle No. 247 on Coupon, page 120 


Woodworkers’ Vises 


A new line of woodwork- 
ers’ vises, including 18 mod- 
els, are available in 4” x 7” 
and 4”x10” jaw sizes. Users 
have a choice of two types 
of continuous screw me- 
chanisms, Rapid Acting 
(above) or Solid Nut. Co- 
lumbian Vise & Mfg. Co., 
Dept. AL, 9021 Bessemer, 
Cleveland 4. 

Circle No. 249 on Coupon, page 120 


Introduces Flite 


Called Flite, a modern 
pattern for decorative, plas- 
tic laminate is being mar- 
keted under the trade name 
of Kevinite. Available in 
rolls 30” and 36” wide, 
Flite is produced in four 
basic background colors: 
charcoal, yellow, beige and 
white. Swedlow Plastics Co., 
Dept. AL, 394 N. Merid- 
ian, Youngstown, Ohio. 

Circle No, 251 on Coupon, page 120 


Portable Dishwasher 


With the introduction of 
a brand-new portable dish 
washer, the Kitchenaid line 
of dishwashers for the home 
is now Said to be complete, 
with a model to fit any style 
kitchen. All models _fea- 
ture the Hobart revolving 
power wash and rinse prin- 
ciple. The Hobart Mfg. Co., 
Dept. AL, Troy, Ohio. 

Circle No. 248 on Coupon, page 120 


Two New Routers 


Iwo heavy-duty routers 
(H264), a 7/8 hp with a 
speed of 23,000 rpm, and 
(H267), a 1% hp with a 
speed of 27,000 rpm, are an- 
nounced. Companions to 
them are two powerful 
planes, router kits, router 
plane kits, accessories. Stan- 
ley Electric Tools, Dept. AL, 
111 Elm, New Britain, Conn. 
Circle No. 250 on Coupon, page 120 


Basement Door 


The new Donley Base- 
ment Door offers torsion- 
bar spring control for easy 
operation. A light touch is 
sufficient to open or close 
it. Fabricated from electri- 
cally-welded 12-gauge steel, 
the door measures 64” x 
51” x 22” (outside dimen- 
sions). Donley Brothers, 
Dept. AL, 13968 Miles, 
Cleveland 5. 

Circle No. 252 on Coupon, page 120 
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TRINITY WHITE 
SELLS! 


IT’S THE WHITEST WHITE PORTLAND CEMENT 


A fine 
product — consist- 
ently advertised to 
the buyers in your 


territory 


Stock it for use N 


TaMmelaealhi-velitlge] Meelseg-ti-) 


units... stucco... terrazzo... 
cement paint... ornamental, 
light-reflecting and mis- 


cellaneous uses 


A Product of GENERAL PORTLAND CEMENT CO - Chicago - Dallas - Chattanooga + Tampa - Los Angeles 
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American 
Lumberman 


Classified 





Advertising 


Terms — Cash With Order 
Minimum Charge $7.50 


Rates: 


1 Time —30c per word for each insertion 
Minimum charge of $1.50 per line. 


3 Times—25c per word for each consecutive 
insertion. Minimum charge of $1.25 
per line. 


Add $1.75 per insertion for blind ads bearing 
box number. 


No agency commission or cash discount 


allowed. 


All ads for classified section must be in Pub- 
lisher’s office 14 days preceding date of pub- 
lication. Advertisements are set in uniform 6 
point style. No cuts or special borders al 
lowed. Replies forwarded without additional 
charge. Count five words to a line and when 
less are specified or used, regular line rate is 
charged. When answering box numbers or 
mailing copy for ads address them to: 

AMERICAN LUMBERMAN, INC. 

59 East Monroe St., Chicago 3, Ill. 

Phone: Fi 6-7788 








| HELP WANTED 


BUSINESS WANTED 








MACHINERY FOR SALE 











Wonderful opportunity for a good salesman 
to sell builders’ hardware and specialties to 
lumber yards in established territory for 
largest distributor on the East Coast. Gen- 
erous draw against commission. Yearly 
earnings excellent. Reply Box D-62, Ameri- 
can Lumberman, Inc. 


WANTED: Mandi for new votats cash & 
carry lumber yard located in Southern Wis- 
consin. Prefer man experienced in this type 
of operation. Answer by letter stating quali 
fications, references and salary expected. 
Address Box E-46 American Lumberman, 
Inc. 


Timber 
Administrator 

Wanted by large public company listed 
on national exchange, to take full charge 
from New York headquarters of all adminis- 
trative and we work connected 
with its timberlands. Should be familiar 
with paper work related to buying and sell- 
ing timber or stumpage rights, logging 
contracts and all other phases wood opera- 
tions, and able to establish systems for 
controlling same. Proper salary and incen- 
tive to experienced person. Send full resume 
to Box E-54 American Lumberman, Inc. 


ASSISTANT MANAGER WANTED 
for Retail Lumber Yard 


Unusual opportunity 
Volume substantially over million annually 
Replies confidential 
Will consider man up to 45 years of age 
Submit full details in your own handwriting 
of experience, education and availability 
Enclose recent photograph 
Send replies to: 
George H. Ballinger 
Independent Lumber Co. 
19620 Nottingham Road 
Cleveland 10, Ohio 


LUMBER SALESMAN WANTED—Energetic 
man experienced in selling Ponderosa Pine 
Mill Production to retail yards. Live in Albu- 
querque. Travel 50% or more. Write giving 
complete qualifications, experience, refer- 
ences, etc. DUKE CITY LUMBER COMPANY, 
P. O. Box 1364, Albuquerque, New Mexico 


LUMBER YARD MANAGER 

Are you a live wire? Wide awake? A real go- 
getter? Then we have a splendid position 
for you; need man thoroughly experienced 
in lumber, millwork, plumbing, hardware 
and associated building material items; must 
be top-flight in drive, resourcefulness and 
ability as a manager; Southern Ohio loca- 
tion. Reply giving full resume of your past 
experience, references and other personal 
data. Address Box E-55 American Lumber- 
man, Inc. 


WANTED 
Architectural Woodwork Estimator and De- 
tailer interested in working into Mill Man- 
agement. Cost Book “‘A” graduate preferred. 
Willman Lumber Co., Inc. 
Hartford City, Indiana 


SALES REP WANTED 
Minnesota, Wisconsin, Iowa Area 
Well-established manufacturer seeking more 
active coverage in line with expansion. 
Currently selling accounts in the area. Op- 
portunity for an established manufacturer's 
one now carrying allied lines and 
alling on sash jobbers and lumber trade. 
Address all inquiries to: Box E-56 Ameri- 

can Lumberman, Inc. 


118 


WANTED: Retail Lumber Yard Manager 
Also, assistant manager for Oregon County 
Seat town. Do not reply unless you are ex- 
perienced and have a clear record. Address 
Box E-53 American Lumberman, Inc 





SITUATIONS WANTED 








MANAGER, medium to large retail yard in 
growing town of 10,000 or more in South- 
west. Ten years managerial experience in- 
cluding volume sales. \ge married, 
presently employed. Address Box E-48 
American Lumberman, Inc. 


SALES REPRESENTATIVE 
AVAILABLE 











Manufacturers Representative desires Ply- 
wood and Western Lumber connection as 
commission representative in Florida. Age 
thirty-two, experience, references furnished 
— Box E-57 American Lumberman, 
ne 





BUSINESS OPPORTUNITY 





LUMBER MILL IN SOUTHERN FOREST 
Profitable operating lumber mill grossing 
million dollars, located heart pine and hard- 
wood forest. Timber available. Sawmills, 
band resaws, kilns, boilers, matcher, modern 
equipment, 30,000 sq. ft. storage space, 50 
acres on two railroads, three highways. Well 
established. Terrific growth potential. Own- 
er forced to sell—personal reasons. Priced 
o- Contact R. B. Haltom, Roxie, Miss., 

4 





RAILS WANTED 











RAILS. New and Relaying, Bought and Sold 
1000 Good Serviceable Kiln Trucks in stock 


M. K. FRANK 
480 Lenioaeoe. Ave., New York 17, N. Y. 
400 Park Blidg., Pittsburgh 22, Pa 
105 Lake Street, Reno, Nevada 





BUSINESS FOR SALE 











Prosperous building material business in 
Michigan’s best tourist town. ple ware- 
houses and yard space. Large, modern sales- 
room. Best = Les ng ould prefer to 
lease land and buildings. “About six y thous- 
and will cover stock and equipment. Apply 
Box B-43, American Lumberman, Inc. 


FOR SALE: Lumber yard, long established 
in a fast growing, progressive university 
town. No recession here, and future holds 
even greater promise for years to come. 
Fine opportunity for young couple to handle 
with minimum overhead. Illness is major 
reason for selling. Address Box E-52 Ameri- 
can Lumberman, Inc. 


Lumber-Builders’ Supply, well established, 

lot 296x300, complete equipment, 1957 sales 

$204,000, modern ranch, Eastern city, $90,- 

000, terms. Apple Company, 1836 Euclid, 
Cleveland, Ohio. 


FOR SALE 


V-60 Yates Resaw 60” LH-tilt rolls. Prac- 
tically new. Pilot wheel set works for frac- 
tional sawing. V-belt drive 75 HP. Six 18 
gauge saws. Last word for complete unit 
$8,100.00. 

HUSS LUMBER COMPANY 

1350 W. Fullerton Avenue 

Chicago 14, Illinois 


FOR SALE 


1—UD-24 International Power Unit 

1—Stiff Leg Derrick 

1—01 Frick Saw Mill (Almost New) 

1—24’ Section All Steel Line Rollers 

1—Heavy Duty Saw Mandrell and Balance 
Wheel 

1—9 x 12 Filer & Stowell Twin Engines 

1—Electric Automatic Lumber Stacker 

1—Ford Tractor and Fooshee Carrier 

1—Yates A-20 Planer with All Complete 
Planing Mill Facilities 

1—64’ Moore Dry Kiln 

1—200 H. P. H.R.T. Boiler 

1—54” Merchon Band Re-Saw and Filing 
Equipment 

1—200’ Green Sorting Chain 

1—2337 Caterpillar Power Unit 

The above equipment is in A-1 Condition. 

We will consider trading any ‘es for good 

lumber from a reputable mil 


McCOY MFG. CO., INC 
P.O. BOX 414, GAINESVILLE FLA. 


Complete operating manufacturing’ unit 
with spruce private timber located western 
Colorado on railroad, German cant gang 
saw with automatic feed, Woods 412 planer 
excellent condition—West Coast burner, 
trimmer, and sorter chain, etc., all electric 
powered, situated on long railroad siding 
and large drying yard including logging 
equipment consisting of bulldozer, Quik- 
Way trucks, etc., for sale as going unit 
— Box E-58 American Lumberman, 
ne 


For Sale: One 6-inch sticker, 4 heads, 10 
horse 3 phase V belt drive motor. Used very 
little since being overhauled. All belts and 
knives included. “Make Offer.’’ Moss Lum- 
ber Company, Cochranton, Pa. 


Eight 24” practically new Trimmer Saws, 
@ $25.00 each, f.o.b. SP. 
W. C. Long 
Chatsworth, Ga. 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 





RAILS FOR SALE 











New and reconditioned relaying rails, all 
weights, for dry kilns and other purposes. 
MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, W. Va. 
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Highest Quality pp Lowest Prices! 


Compare... 
your present costs 
with these LOW, 
Low NET Prices! 


QUALITY GUARANTEED 


PRICE (NET) 
SIZE FINISH PER BOX PER PAIR 


33 Dult Brass i aa $ .32 
i Sulton TS 
! Ll | Ll 1 P Bs ith 
; 3 (a he (2 ont | screws. 32'2 
4" 4" Let2e = t2ar 1 Pr. with 44 


screws. 


Ll " 1 P 1 7 
3 x3 — Sat wt gag 32 
! Ll ! id jurron Vi 1P ’ ith ! 
th Th" | wees, = _ sero 32/2 
4" 4" Lei 4124 1 Pr. with .44 


screws. 


3" 3" «dull Brass, 1 Pr. with 37'/)2 


Ball Tip screws. 


317," x 317," Dull Brass, 1 Pr. with 38), 


Ball Tip screws. 
a x ig 


Dull Brass, | Pr. with ! 
Ball Tip screws. 53 ip 
Fag 1/,"" Nickel. Bright 1 Pr. with 
3 Y, x 3 ip Pol., Button Tip screws. 
td ee Nickel, Bright 1 Pr. with 
4 x 4 Pol., Button Tip screws. 









































ALL BUTTS PACKED 100 PAIRS TO A WOOD CASE 
MAIL OR PHONE YOUR ORDERS TODAY! 


Write for Catalog on Business Stationery. 
S. PARKER HARDWARE MFG. CORPORATION 
Quality Hardware Since 1900 
27 LUDLOW STREET - Phone WAlker 5-6300 - NEW YORK 2,.N Y 
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SS SSEESEFSSSsss _} 


SERVING 
LUMBERMEN 
saceIWt2 


e substantial cash dividends 
e trained engineers 


z e more than 80 branch claim offices 
=> in U. S. and Canada 


Lumbermens 47M “uly 








BIG AD 
CAMPAIGN 


Ask your jobber for details or write to 
ARROW FASTENER CO., INC. 
1 Junius St., Bklyn., N. Y. 


Pioneers & pacesetters for over a quarter of a century! 
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{Yoh ielole| 
Douglas Fir 


e Timber 

e Logging 

¢ Sawmilling 

e Remanufacturing 
e Wholesale 


REDWOOD AND 
DOUGLAS FIR... 
FROM OUR OWN 
TIMBER STANDS 


CAL- PACIFIC 
REDWOOD CO. 


CALS PAC 


REDWOOD 


CRA + WCLB 
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ADVERTISERS’ INDEX National Hardware Corp 


National Retail Lumber Dealers Assn 





Orangeburg Mfg. Co., Inc 
Ozan Lbr. Co 


Dodge Corp., F. W. . : Parker Hardware Mfg. Corp., S 


Acme Steel Co 
The : - Pittsburgh Plate Glass Co 


Aetna Plywood & Veneer Co : Dow Chemical Co., 
Allison Lbr. Co., Inc., The cadee ae Durham Co., Donald ; = 3 
American Screen Products Co jaa R-B Co., The 

American Steel & Wire, Firestone Tire & Rubber Co.. The ; Red Cedar Shingle Bureau 

Div. of U. S. Steel A 35, < Ford Div. of Ford Motor Co Red Devil Tools 
American Telephone & menanctonte Co. eS Formica Corporation, Republic Steel Corp., 

Amerock Corporation .. Z Sub. of Cyanamid . 59 Truscon Div. . 
Andersen Corporation . Reynolds Metals Co 
Appalachian Hardwoods xen General Bronze Corp - R-O-W Sales Co 
Armstrong Cork Co . 8-8 - Mess 5 2 Ruberoid Co., The 
a 2 . Georgia-Pacific Corp 
Arrow Fastener Co., Inc , “aa Prod I ns 
Arvey Corporation a eaten Co. sg ne 4 : = Safe Padlock & Hardware Co 
Atkins Saw Div ariftin Co., G ve Sargent & Co ; 
Borg-Warner Corp Sherman Products, Inc 
<a be gg . . Signode Steel Strapping Co 
Re . a : 47 On0s Wa or. Oo Silerest Co., The 
v4 a | uc te Seed Homasote Company Simpson Logging Co 
ee Divinlen — ‘ Hunter Douglas Aluminum Div Simpson Redwood Co 

Allied Chemical . Bridgeport Brass Co Southwest Lumber Mills, Inc 

ibaa = ig a me Speedry Products, Inc 
egg a ce ti Regge noni 102 Insulite Div., Stanley Electric Tools, 

. t COS 2 “4 Minnesota & Ontario Paper Co . 46-47 Div. of The Stanley Works 
Borden Chemical Co., The 81 mnternational Salt Co. Inc ¢ Rtakiew Stanteraie . 
Bostwick Steel Lath Co., The 48 ' ats ; ai 7 i : The St [aes 
Bradley-Southern Div., ee a - 1 SeeIey Wor 

$ Dd.» ¢ ’ 

Potlatch Forests, Inc 3 Tarter-Webster & Johnson, Inc 

Bruce Co., E. L ~ 34A 114 Tennessee Coal & Iron Div 
38 


. i tiieesinianas Kaiser Aluminum & Chemical Sales, Inc Eyes Phy. 
Butler Manufacturing Co -110 Keystone Steel & Wire Co. 38- Trinity White Cement 
107 Truscon Div., 


Kyanize Paints, Inc 
Cal-Pacific Redwood Co. ........ 119 Republic Steel Corp 
Cherry River Boom & Lbr. Co. .. .108 Leigh Building Products, Turnbuckles, Inc 
Chevrolet Div. of General Motors | Div. of Air Control Products. Inc 94 J bs ee 
Columbia-Geneva Steel Div. ....35, 42-43 Lockwood Hardware Mfg. Co. .... 21 Union Fork & Hoe Co., 
Consumers Glue Co “* . . -116 Lumbermens Mutual Casualty Co., The ..119 Union Lie. Co. 
Crossett Lbr. Co. cae 100 ‘ : yy rae Export’ Co c 
; . 9 e 20 oO 
fans Weotetned. anew Steel & Wire Div, — Corporation e- Upson Co., The 
ep aa ’ Master Lock Co. . etee 112 
United States Steel : : Maze Co., W. H. dre ae ne a Ware Laboratories, Inc. . 
McCloskey Varnish Co. , 104 Washington Steel Products, Inc 
Daryl Products Corp . .122 Menominee Indian Mills » +108 Weller Electric Corp. 
DeKalb Commercial Body Corp > Minnesota Mining & Mfg. Co ; 110 Western Pine Assn 
De Walt, Div. of American Minnesota Paints, Inc ‘ 70 Weyerhaeuser Sales Co 
Machine & Foundry Co. .. 123 Morrison Hotel 76 Wood-Mosaic Corp 





use 7 
keep informed on 


a 6 we 


FOR INFORMATION ON 35 36 37 38 39 
55 56 57 58 59 


Advertised Teele lta cs 7576 77 78 79 
95 96 97 98 99 


> the numbers at the right which appea 115 117 118 
under the advertisements on which y s 135 137 138 
155 157 158 
175 177 178 
195 197 198 
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AMERICAN 


LUMBERMAN 


Ceramic Tile at Lumberyard 


SANTA BARBARA, CALIF.—Ce- 
ramic tile is a popular homeowner 
item here at Rancho Lumber Co., a 
natural tie-in with the dealer’s plumb- 
ing fixture department. It signifies the 
spread of ceramic tile distribution 
through the retailer, including sales 
to do-it-yourself market. 


Adjustable Panel Bins 


CHICAGO—Low grade pieces of 
4” x 6” lumber with cleats nailed to 
the 6” faces provide the standards 
for adjustable panel racks at Joseph 
Lumber. Cleats nest into each other 
when the 4” x 6” pieces are piled up. 


yun: 
' . 


See 


eeeeeeeeeereres 


Seeeeeesseee 


SLIDER 


LIFETin 


Window Display in Shed 


FORT PAYNE, ALA.—“Try an 
aluminum window” was the sugges- 
tion of Word Lumber Co., Fort 
Payne, Ala., to his builder customers. 
One contractor responded for a trial 
and has been installing aluminum win- 
dows in his homes ever since. Above, 
salesman Henry Dawson points to 
yard display of double-hung, single- 
hung and sliding window display. 


In the Swim 


DURHAM, N. C.—J. H. Coman, 
Sr., president, Coman Lumber Co., 
received national publicity in Printer’s 
Ink when his picture with Esther 
Williams, the swimming star, appeared 
in a July issue. Another photo show- 
ing Esther in action, as part of the 
Coman promotion appeared in the 
same issue. 

Reports from other sections of the 
country indicate that many lumber 
dealers are taking on swimming pools 
as profit sidelines. In most cases, they 
set up separate departments for pool 
sales and installations. 
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Sales Triangle 


GREENFIELD, MASS.—Three 
types of aluminum doors are dis- 
played on a triangular rack that cov- 
ers a support column in store of 
Franklin County Lumber Co 





Patio Magie 


AMERICA'S FINEST 
ALUMINUM SLIDING GLASS DOORS 


ADD BEAUTY AND LIVABILITY 
TO EVERY ROOM IN THE HOME 


(Without 
Glass) 


ASSEMBLED- 
CARTONED 


(Glass —— : : 
included) Breakfast bar is separated from patio 
by Patio Magic 











ONLY PATIO MAGIC 
OFFERS THESE 
SUPERLATIVE FEATURES 


Beautiful, Anodized Finish 
Schiege! Wool-Pile Weather 
stripping All Around 
Nylon, Ball-Bearing Wheels fog 3 ites 
Pare. BEernD Speraen Magic provides easy egress from 
oe pmpennetee Spring iving room to pes and patio area 
Gold Handles 
Choice of Exterior (Sloped Sil! 
or Intersor Track 
All Vertical Stiles Heavy 
Tubular Extrusions 
@ Adjustable Bottom Rollers 
@ '” Double Glazed Units 
@ %e” Double Glazed Units 


THE MOST COMPLETE 
LINE OF SLIDING GLASS 
DOORS IN THE INDUSTRY 


Garden and terrace just a step away 
from the bedroom through Patio Magic 


Dining room opens into patio area 
through Patio Magic Sliding Glass Doors 


Bathroom to exterior via 


Patie Magic SUPERB ENGINEERING 


Sliding Glass Doors Al 


iL PRODUCTS CORP. 


7240 N. E. 4th Avenue 
SS] Miami 38, Florida 


Manufacturers of SHOWER MAGIC BATH ENCLOSURES 


Daryl Products Corp., Dept: AL. 
7240 N. E. 4th Avenue Miami 38, Florida 


Pleose send full information on Patio Magic 


MAIL COUPON 
TODAY! 


On Your Business 
Letterhead, Please. 


Company Nome 





Address 
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New Literature 


Technical Data 


Strapping, Equipment & Material. The maker's complete 
line of light duty, flat steel strapping; heavy duty, flat steel 
strapping; oval and round steel strapping; pressure sensitive 
tape; automatic, semi-automatic, powered and manual equip- 
ment is fully described in a new 52-page catalog. Entitled 
“Handbook of Strapping and Materials Equipment,” the cata- 
log includes application photos and helpful charts. A free copy 
may be obtained by writing A. J. Gerrard & Co., Dept. AL, 


1950 Hawthorne Ave., Melrose Park, III. 
Crcle No. 253 on Coupon, page 120 


“Profitable Swimming Pool Forming” is the title of a recently 
published booklet containing comprehensive how-to-do-it in- 
formation on four of the more popular standard swimming 
pool plans and shows examples of custom pool construction. In 
the booklet are basic form layouts, detailed drawings and 
spacing tables for the four pool designs. A materials break- 
down is also included for the convenience of estimating costs 
for each design. Gates & Son, Dept. AL, 80 So. Galapago, 


Denver 23, Colo. 
Circle No. 254 on Coupon, page 120 


Ventilating Fans & Range Hoods. An eight-page catalog 
(Bulletin 237-L) describes Leigh Building Products’ complete 
new line of ventilating fans and range hoods. Large product 
illustrations also make it an effective sales aid. Leigh Building 
Products, Div. of Air Control Products, Dept. AL, Coopers- 
ville, Mich. 

Circle No. 255 on Coupon, page 120 

Contact Cements. Contained in one convenient compact ref- 
erence folder are comprehensive technical bulletins describing 
each type of the manufacturer’s contact cements, its proper- 
ties, recommended bonding techniques and handling. Marketed 
as Instant-Lok, these cements are available in 11 grades with 
different characteristics for custom selection and application. 
Data on the recently introduced non-flammable water-thinned 
Instant-Lok 4300 is also included. Structural Products Div., 
National Starch Products, Dept. AL, 750 Third Ave., New 
York, N. Y. 


Circle No. 256 on Coupon, page 120 


“On-the-Job Installation Data” is the title of a handy, 
pocket-sized booklet giving clear, step-by-step instructions for 
applying Pionite Lifetime Laminates on every vertical and hor- 
izontal surface. Actual photographs of fabricators at work 
show how to use hand and power tools effectively, the right 
way of applying contact cement and rolling to make a perfect 
bond. Copies of the booklet may be obtained by writing to 
Pioneer Plastics Corp., Dept. AL, Allen St., Sanford, Me. 

Circle No. 257 on Coupon, page 120 


“Year "Round Concreting” is the title of a new eight-page 
pamphlet, which summarizes the new American Concrete In- 
stitute’s standard recommendations for cold weather concret- 
ing. It tells how calcium chloride and other developments aid 
in placing durable, quality concrete in cold weather. Sections 
on accelerators, preparation before concreting, winter concret- 
ing objectives and protection required also are included. Cal- 
cium Chloride Institute, Dept. AL, 909 Ring Bldg., Wash- 
ington 6, D. C. 
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Consumer Data 


A new “Home Improvement Guide” is offered free by Ma- 
sonite Corp., charter member of the Home Improvement Coun- 
cil, “in the hope that it will encourage and inspire homeown- 
ers to better living in the homes they have.” Illustrated in 
color, the 24-page guide gives ideas on using Masonite hard- 
boards for interior and exterior home improvements. Thumb- 
nail sketches taken from 33 free fix-up and modernization 
plans are shown. A copy may be obtained by sending a post- 
card request to Masonite Corp., Home Service Bureau, Dept 
AL, 111 W. Washington St., Chicago 2. 

Circle No. 259 on Coupon, page 120 


Wood Kitchen Cabinets. Directed to homemakers and build- 
ers, a newly published 8-page booklet gives 10 reasons why 
factory-engineered wood kitchen cabinets are best. Fora free 
copy of the booklet, write to National Institute of Wood 
Kitchen Cabinets, Dept. AL, 75 E. Wacker Drive, Chicago 1. 

Circle No. 260 on Coupon, page 120 
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COMPARE! 


Your De Walt Your 
Power Shop Franchise present 
gives you: line? 
See why (% THE FIRST RADIAL ARM all-purpose power tool—the [7] 


machine that revolutionized the power tool market! 


DE WALT ol THE MOST IMITATED of all multi-purpose power 


P ” tools (over 40 different manufacturers have tried to 
is the biggest money-maker imitate De Walt’s original radial arm design during 
2 , the past 35 years) ! 
in the power tool field! THE MOST DEMONSTRATED all-purpose power tool 
on the market—over 8 million people saw it demon- 
strated last year alone! 
THE ONLY all-purpose power tool with 100% un 
divided, world-wide advertising support—in maga- 
zines your customers read for the do-it-yourself infor- 
mation they need. 
LIBERAL COOPERATIVE ADVERTISING ALLOWANCE to 
help share the cost of your local promotions. 


THE FIRST power tool so simple in concept, so accu- 
rate in performance that it makes woodworking easy 
and practical for everybody, from the novice to the 
“pro”! 

THE FIRST power tool to do the work, save the space 
and cost of a shopful of other tools! 


THE SAFEST power tool design on the market 
demonstrated through actual experience! 


THE ONLY power tool of its kind thoroughly proved 
by over 35 years of outstanding performance in 


industry ! 
A COMPLETE AND READY-TO-USE unit—no extra 
motor to buy—no tricky assembly by you or your 
customer ! 


THE ONE MODERN, simple, functional design that 


Ask Carlisle Hardware of Springfield, Massachu- needs no trunkful of clamps, guides and assorted 
setts, or any of hundreds of enthusiastic De Walt 


»wICe abe i , » 9 
Dealers throughout the country! devices to make it work! 


THE POWER TOOL with a Direct Factory Franchise 
that offers you the full profit on every sale! 

THE ONLY FRANCHISE that offers you a complete 
and fully-proven selling program throughout the 
year! 


Compare the De Walt® Franchise—point by point—with 
any other. See why the power tool that revolutionized 
the industry offers you a profit opportunity you can’t 
afford to be without! 


Get on the profit-wagon now! Send the coupon for the full, exciting profit story today! 


De Walt, Dept. AL-810, Lancaster, Pa., Division of AMERICAN MACHINE & FOUNDRY COMPANY 


© Send full information on how the De Walt Franchise can boost my profits! 
Another Product Name 
DeWat Koo 


POWER TOOLS Address___ 

















— 
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Jamous Ariza Brands 


Fe \\ 7 


the "WT CONNECTED" Brand... 


William F. Grounds came to Mohave County 
in the Arizona Territory from Texas about 1870 
and acquired a large herd of cattle in Truxton 
Canyon. He eventually sold most of it to Sam 
Crozier, rancher and stage stop operator. His 
“WF CONNECTED" brand was registered in the 
Territorial Brand Book in the name of W. F. 
Grounds, Jr., and J. B. Crozier of Hackberry. It 
is still used by the Grounds family of Kingman. 





s of Sam Crozier’s 
moving cars on 
ality lumber 
Bian’ brand to 
mation. You'll 
THWEST 
ROSA PINE! 


iF any of the young Western fans in 

your family (including you) would like 
a colorful booklet telling about famous 
Arizona Brands... complete with illus- 
trations, brief histories and instructions 
on how to read brand marks... we'd 
be glad to send a copy with our compii- 
ments. Just write to our General Sales 
Oftice, Department A-7. 
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